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MANAGEMENT GET-TOGETHER: To review bank policy and plan ahead (See page 29) 


This Month: 


BRAINDUSTER CONFERENCE by Glen Christman 
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WHAT THE C€.C.C. LOAN PLAN MEANS TO BANKING by Ed Tyng 


MECHANIZING THE NOTE DEPARTMENT by Charles N. Batchelder 
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Here’s the story... 


For example : 








the complete story of what Bank of America 
correspondent service can do for you 


Direct Routing 

Here is a unique service which gives you the fastest possible collection and 
returns—and it is available only through Bank of America. You may send 

cash letters directly to any Bank of America branch with items payable in the 
locality of the branch whenever warranted by the size or importance of the 
items. In such event, through the use of an advice form which Bank of America 
supplies, your account is credited with the amount of such cash letters 

the same day they are collected by the branch. 


The Benefits of Direct Routing Are 
Quicker presentation of items, resulting in earlier availability of funds 


and reduction in float. 


Rejected items are returned to you directly by the branch to which they are sent, 
saving several days involved in returning such items through usual channels. 


Send for your copy today © Just write Bank of America, Dept. AD, San Francisco, California 


Bank of Amecica 


NATIONAL 22USTA82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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LETTERS 








They’re Rugged 

Sirs: The news item on bankers’ hours 
in your September issue proved interest- 
ing since our advertising department has 





BANKERS’ 














Some folks still think bankers live the 
life of Reilly — 10 to 2 with two hours 
for lunch! 

As a matter of fact, many of our offi- 
cers all over the state are at their desks 
| before 8 AM. Our general staff puts in 
| | .# solid 8 hours daily and only janitors 
| really know how much midnight oil 
"our people burn. What's more, those 
briefcases bankers carry home over 
the weekend are not full of money . . . 







more Valley Bankers contribute their 
“spare” time for community activities 
than any other comparable group. 


So don't envy a banker his “bankers’ 





MEMOER FEDERAL CEPOSIT (MBURANCE CORPORATION 


been thinking along similar lines and 
recently came up with the enclosed. 

Even here in Arizo.a where things 
are supposed to go at a slower yace than 
in many other parts of the country, our 
Advertising Director Mert Reade felt 
that bankers were working harder and 
longer than most people think. 

He also felt that we should not be a 
bit bashful in stating that “More Valley 
bankers contribute their spare time for 
community activities than any other 
comparable group. So, don’t envy a 
banker his ‘bankers’ hours’—they’re 
rugged!” 

We have had much favorable comment 
on the advertisement, particularly from 
fellow bankers who appreciated having 
their case so well presented. 

G. E. ARNOLD, Director, 

Publicity and Public Relations, 

Valley National Bank, 

Phoenix, Arizona 


4 ° ° 


Banking-by-Mail 

Sirs: In my article on banking-by- 
mail in your September issue, the fact 
that the Dallas, Texas banks pay post- 
age both ways, and find it profitable to 
do so, was deleted. 

No doubt there is much banking done 
by mail in other centers, and unquestion- 
ab.y it is encouraged in many places, as 
is he case here, but I believe the provid- 
ing of postage is quite unuszal. I should 
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think this would have constituted the 
heart of the story told by the Dallas 
survey. 

J. HOWARD PAYNE, Postmaster, 

United States Post Office, 

Dallas 1, Texas 


° 


Sirs: We would like to reproduce, in 
the “Postmasters Gazette,” the story en- 
titled “A Survey of Banking-by-Mail” by 
J. Howard Payne in your September, 
1953 issue. 

Possibly we can awaken the interest of 
many postmasters to the point of having 
them confer with their local bankers 
about the idea. It would bring business 
to the post offices and, so far as my own 
city is concerned, would relieve the con- 
gested lines at the banks. 

Arthur V. Smith, Editor, 
Postmasters Gazette, and 
Postmaster, Pascagoula, Mississippi. 


° 5 5 


Headache Cheeks 


Sirs: Your September issue carried 
a news item about our campaign on 
headache checks. As a result, we have 
received requests for our folder and 
information on the results of our cam- 
paign from banks and business houses 
all over the United States. We even had 
one letter from the Banco De Santander, 
Santander, Spain. This indicates that 
headache checks are a universal problem. 

A. R. LARSON, 

Assistant Vice-President, 


Federal Reserve Bank of Minneapolis, 


Minneapolis 2, Minnesota 
° “ 7 


Enlightening 


Sirs: I find Burroughs Clearing 
House interesting and enlightening. I 


know that some of the facts I have 
obtained from it have increased my 
knowledge of banking as well as 


strengthened my examining procedure. 
THOMAS F. O’BRIEN, 
F. D. I. C. Examiner, 
Columbus 12, Ohio 


5 ° e 


Bank-Accounting Definition 

Sirs: In connection with my article 
on our note department operation (page 
36), I wonder if it would be possible to 
include my definition of bank accounting. 
It has created considerable interest. 
Here it is: 

Bank accounting is the process of 
recording financial transactions: 

1. By placing figures on small pieces 
of paper. These figures ultimately find 
their way to the general ledger and daily 
statement, 

2. These small pieces of paper are 
sorted into groups. 

3. The figures on each piece of paper 
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go to the general ledger individually or 
in group totals. 

4. Since we know from experience 
how to record each financial transaction, 
we preprint the small pieces of paper, 
as far as possible, with information as 
to where the figures come from and 
where they go. 

5. The wording on each piece of paper 
is always the same. The only change is 
in the figures. Like the journey of a 
train, its daily route is always the same, 
the only change is in the passengers. 

6. By locking figures into a machine, 
usually with a master sheet, under a 
system of error signals, bank accounting 
is primarily mechanized. 

Our bank figures are like railroad 
passengers because they travel on pre- 
printed tickets, with a predetermined 
well-marked route and destination, locked 
into a modern machine, safeguarded by 
a block signal system. 

CHARLES N. BATCHELDER, 

Executive Vice-President, 

The Dartmouth National Bank, 

Hanover, New Hampshire 
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ASSETS 
Cash, Gold and Due from Banks............. $1,384,298,290 
United States Government Obligations........ 1,566,920,094 
Obligations of Other Federal Agencies........ 32,101,423 
State and Municipal Securities.............. 479,811,589 
Te as pat aba eee eae ee a 87,483,240 
i i ee eeeaneseeevees 2,269,441,871 
Real Estate Loans and Securities............ 310,876 
Customers’ Liability for Acceptances........ 24,255,228 
Stock in Federal Reserve Bank...... 9,600,000 
Ownership of International Banking 
<p ekeasaee eden sn erereeewes 7,000,000 
i 06.8 66 we kena hubs ease see ee 32,292,682 
a a a ine a wipe a icllid 4,304,326 
RD cio eta ag er ae Die oh at ea $5,897,819,619 
LIABILITIES 
OCTET ESE TT eT CT TT TTT $5,388,818,951 
Liability on Acceptances and Bills. $45,393,908 
Less: Own Acceptances in Port- 
eee Pe eer 19,622,500 25,771,408 
Due to Foreign Central Banks............... 14,091,700 
(In Foreign Currencies) 
Items in Transit with Branches.............. 6,991,902 
Reserves for: 
Unearned Discount and Other Unearned 
I i a aaah ea a aa ae 23,115,099 
Interest, Taxes, Other Accrued Expenses, etc. 44,121,736 
a bon 5's sy cheb mle eA ean ae 3,450,000 
ere $150,000,000 
(7,500,000 Shares—$20 Par) 
ee aati, Sin Say ots ai e.ae 170,000,000 
Undivided Profits............... 71,458,823 391,458,823 
a tae il ale ak kip lin BIDS wa AAEM $5,897,819,619 








Figures of Overseas Branches are as of September 25. 


$587 664,242 of United States Government Obligations and $14,853,500 of 
other assets are pledged to secure Public and Trust Deposits and for other 
purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 
Head Office: 22 William Street, New York 
Capital Funds $31,642,343 
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DIRECTORS 


HOWARD C. SHEPERD 
Chairman of the Board 


JAMES S. ROCKEFELLER 
President 


STANLEY C. ALLYN 
President, The National Cash 
Register Company 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 


CURTIS E. CALDER 
Chairman of the Executive 
Committee, Electric Bond and 
Share Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


RALPH GWIN FOLLIS 
Chairman of the Board, Standard 
Oil Company of California 


ROY H. GLOVER 
Vice-President and General 
Counsel, Anaconda Copper 
Mining Company 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


HARRY C. HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 


NATHAN C, LENFESTEY 
Executive Vice-President 
and Cashier 


KEITH S. McHUGH 


President, New York 
Telephone Company 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 


RICHARD S. PERKINS 
President, City Bank Farmers 
Trust Company 


FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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Bargains In Tax-Exempts 


The financial community is so well 
populated with shrewd and experienced 
security buyers that it is usually danger- 
ous to call any security a “bargain.” 
This is even more true of a group of 
securities. If they were bargains, these 
shrewd buyers would be bidding for them 
eagerly. A high yield on a security is 
often a sign that the financial community 
takes a well-informed dim view of its 
future prospects. But in spite of this 
general rule, it can be argued that munic- 
ipal and state government securities en- 
joying the privilege of immunity from 
Federal income taxes are now as near 
bargain levels as one can expect in the 
financial markets. The chief reason is 
that the volume of new offerings has been 
so great that the investment bankers have 
had to broaden the market for them to 
include buyers who were formerly little 
interested in this class of securities. 

Yield fluctuation. In the period imme- 
diately following World War II, yields on 
tax-exempt obligations rose (prices fell) 
for two reasons. First, the supply reach- 
ing the market was increasing steadily; 
but second, tax-exemption was valued 
less by the market since it was expected 
that corporate taxes would be reduced 
appreciably sooner or later. By 1948, 
however, it became apparent that the 
privilege of tax-exemption was not going 
to lose its value very soon. During most 
of that year the prices of municipal obli- 
gations improved in spite of heavy 
offerings. And in 1949, a year of light 
corporate financing, these prices im- 
proved further. 

After the outbreak of hostilities in 
Korea, it became evident that corporate 
taxes were much more likely to increase 
than decline; a quick change in specu- 
lative sentiment reduced the yields on 
these obligations so that by early 1951 
they had fallen almost as low (prices as 
high) as 1946. 

But at that point, the Treasury- 
Federal Reserve “accord” and the accom- 
panying drop in Treasury security prices 
changed the picture considerably. When 
Treasury security prices were in vary- 
ing degrees “controlled” during the post- 
war period, the yields on state and local 
government obligations were subject to a 
sort of ceiling. Their range of fluctuation 
was not closely limited, but as long as 
institutional investors and others could 
sell their Treasury bonds to the Federal 
Reserve at par and reinvest the proceeds 
in tax-exempt obligations, there was a 
general limit on the extent to which the 
yields on these obligations could rise. 
After the “accord” this was no longer 
true; and indeed the yield repercussions 
in the tax-exempt field at that time were 
more violent than those in the Treasury 
Security market. This is shown vividly in 
the accompanying chart. 

In spite of greater cost, however, the 
demand for funds by state and local gov- 
ernmental bodies has continued almost 
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Tax-exempt municipals offer excellent comparative yields 


unabated. Yields have been driven up 
faster than those on any other class of 
high-grade obligations. The margin be- 
tween tax-exempt yields and those on 
Treasury and high-grade corporate bonds 
has narrowed. When yields are compared 
after allowance for the effects of taxes, 
they are now considerably higher than 
comparable classes of securities. This is 
true both of short term and long term 
yields although the more striking margin 
appears in the case of long-term tax- 
exempt obligations. Even those who hold 
the blithest hopes for Federal income tax 
reductions will still find municipal obli- 
gations better buys in the market now— 
as long as net yield after estimated taxes 
is the guide. While an abundant supply is 
the principal reason for this differential, 
the market has become increasingly 
aware of the fact that state and local 
government obligations are not without 
some disadvantages. 

The darker side. The great increase 
in state and local government debt is 
itself the first of these disadvantages. 
While the first line of defense of all gov- 
ernmental obligation lies in the power of 
their issuer to tax, the obligations of the 
Federal Government are further pro- 
tected by its sovereign power to create 
money. State and local governments un- 
doubtedly have some remaining and 
unused tax powers but these powers are 
limited by practical as well as legal con- 
siderations. At some point there is a very 
real limit to the amount of debt state 
and local governments can service. 


Furthermore, many of the revenue pro- 
ducing state and local government proj- 
ects have been financed by bonds to be 
serviced only out of the revenue from 
such projects. These bonds have had a 
varying reception by the market. 

And then it must be admitted that 
long-term tax-exempt obligations are 
subject to great market price fluctua- 
tions. The mathematics of price-yield 
computations shows that low-coupon 
bonds fluctuate in price relatively more 
for a given yield change than do higher 
coupon bonds. State and local government 
obligations are vulnerable to this tech- 
nical influence. The practical illustration 
of this fact is that many financial insti- 
tutions now show larger percentage de- 
preciation of market against book value 
in their municipal accounts than in any 
other part of their portfolios. In addition 
to this factor, the value of tax exemption 
is itself subject to considerable market 
fluctuation. Odd though it seems, the 
prices of some low-coupon but high- 
quality state and local government obli- 
gations have fluctuated more in the post- 
war period than several high-grade cor- 
porate common stocks. The investor who 
expects to hold his securities to maturity 
may feel himself immune to the influence 
of daily price quotations. but the profes- 
sional managers of investment portfolios 
accountable to directors and trustees can- 
not be uninfluenced by price experience. 

Still another technical factor in tax- 
exempt obligations must be treated as a 
disadvantage. If a low-coupon tax-exempt 
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hats your 
(est Investment > 


It is safe to say that investors can choose among state and 


municipal bonds with less concern as to payment of interest 
and principal than is the case with almost any other form 
of investment. Established legal safeguards sustain the 
inherent strength that comes from the tax-secured or 
revenue payment features of these securities. 

You will find the safety, federal tax exemption and other 
investment qualities of municipals discussed helpfully in this 
informative brochure. An accompanying tax chart shows 


whether taxable or tax-exempt bonds pro- 





vide better net returns for an investor in 


your income bracket. 


For a better understanding of municipals 
and their advantages for you, send with- 
out obligation for “Investment Merits” 


booklet and companion tax chart. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 






































obligation goes to a discount, the buyer 
ean still claim only the coupon income as 
tax-exempt; the full yield is not shielded. 
While the excess is usually taxable only 
as a capital gain and not at regular 
income rates, tax-exempt obligations at 
a discount do not have the relative attrac- 
tiveness of corporation or Treasury obli- 
gations in a similar position. 

Best buys. Although these disadvan- 
tages must be given some weight by in- 
vestors, they do not overbalance the 


| scales. With full allowance for them, the 
| present market offers some excellent buys 


in tax-exempt securities. Sometimes the 
best buys are to be found among the new 
issues, but this is not as regularly the 
case as is true of corporate obligations. 
During some weeks the secondary market 
has offered better bargains. Experienced 
buyers of tax-exempt obligations have 
recently been impressed by the fact that 
some small issues of less well-known 
issuers have had to be offered at very 
high yields although the credit standing 
of these issuers was excellent by almost 
any reasonable test. 

Commercial banks enjoy a particularly 
favorable situation. Tax-exempt securi- 
ties are typically sold in serial form. The 
shorter term bonds in the series are con- 
sidered “bank” issues. These shorter ma- 
turities often have greater credit strength 
than the whole serial issue of which they 
are a part. When the investment services 
grade an issue they generally apply one 
rating to the entire issue. In some cases, 
a rather modest rating may be justified 
by uncertainties that attach to the longer 
term prospects of a given borrower. The 
pricing of the entire issue may reflect 
this rating. But these doubts often have 
less relevance to the credit prospects of 
the short-term segment of a given issue. 
For example, some serial issues have 
been planned so that the total servicing 
burden is smaller in the earlier years 
than: later. Such early servicing may be 
much better protected than later service 
requirements. The short-term bonds of 
such issues may be appropriate for 
banks; the discerning bank buyer can 
secure an attractive combination of 
safety and good returns on a tax free 
basis. But as is always true of invest- 
ment operations, the emphasis has to be 
on the word “discerning.” 
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The Mortgage Outlook 


That 1954 will be another boom year 
for building, comparing favorably with 
the record volume of 1953 and 1952, is 
the optimistic forecast of Miles L. Colean, 
a recognized economic authority in this 
field. 

In the magazine, “Architectural Fo- 
rum,” he predicts that private construc- 
tion should not drop more than 3 to 5 
per cent below 1953 and be a little above 
the 1952 volume. He cites FHA and VA 
rates as the big “if,” but prophesies at 
least 900,000 houses in 1954 even if the 
“FHA-VA interest boggle” continues. 
Government construction, says Mr. Co- 
lean, may drop 5 or 6 per cent. 

Situation easing. As to the widely pu!- 
licized mortgage money problem, Mr. 
Colean in the magazine “House and 
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"WE GET PERSONALIZED SERVICE ON 
EVERY CREDIT INQUIRY FROM BANKERS TRUST, 


-/T§ REALLY EXCEPTIONAL “ 





There's a big difference in the way credit 
information is furnished. Here’s how to get 


fast, accurate service. 


At Bankers Trust, every credit inquiry receives 
the personal attention of an experienced credit 
officer. We make it our business to get first- 
hand information from suppliers, customers, 
banks, trade associations and regular credit 
agencies. We know what information to get... 
and we send it to you promptly in clear, 
detailed form. 


Our credit investigators are experienced men, 
specially trained in this exacting kind of work. 
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The information they gather is carefully 
analyzed and evaluated in the light of current 
trade and business conditions, under the 
personal supervision of our credit officers. 


If you believe that more thorough and depend- 
able credit information could be helpful to 
you, investigate this phase of Bankers Trust 
service. It is one of the many dependable 
services we offer... another reason why more 
and more banks look to us for an efficient 
New York banking connection. 


We invite your inquiry. Feel free to write us 
fully. Address us at 16 Wall Street, New York 
155 New York. 


BANKERS TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 








Mutual Funds 


Govestors MUTUAL, INC. 


An open-end management type mutual fund diversifying its invest- 
ments among common stocks, preferred stocks and bonds. 


LpvC5CO7S SELECTIVE FUND, INC. 


An open-end management type mutual fund diversifying its invest- 
ments among bonds, preferred stocks, and other senior securities. 





Lyiv€3lO7S STOCK FUND, INC. 


An open-end management type mutual fund diversifying its invest- 
ments among common stocks and other equity securities. 


Face Amount Certificate Company 


Ohwvestors SYNDICATE OF AMERICA, INC. 


A face amount certificate company issuing installment certifi- 
cates of 6, 10, 15 and 20 year maturities and single payment face 
amount certificates. 








This is not an offer to sell these securities. They are subject to the registration 
and prospectus requirements of the Federal Securities Act. Information about the 
issuer, the securities and the circumstances of the offering is contained in the 
prospectus which must be given to the buyer. 

Copies of the prospectus relating to the shares of capital stock or certificates 
of the above companies may be obtained from the national distributor and invest- 
ment manager: 


223 Roanoke Building Mii polis 2, Mi ta 


Please send me the prospectus relating to the company I have checked: 
0 Investors Mutual, Inc. NAME 
C0 Investors Stock Fund, Inc. 








CD Investors Selective Fund, Inc. 
C Investors Syndicate of America,Inc. CITY. ...... ee eeeeceeeeeeceene a 














World’s leading 
underwriter 
of Honesty Insurance 


FIDELITY 


COMPANY OF MARYLAND 
FOUNDED 1890 


SPECIALIZING IN THE WRITING OF 
FIDELITY AND SURETY BONDS, 
BURGLARY, ROBBERY, FORGERY 

AND GLASS INSURANCE 








POST-WAR CONSTRUCTION TREND 
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Another big year predicted 


Home” points out that more money has 
gone into mortgage loans in 1953 than in 
1952, and that the proportion of mort- 
gage loans to other investments of sav- 
ings institutions has been greater than 
in 1952. Also, in view of the fact that 
“interest rates already have passed a 
peak and probably will drop somewhat 
farther,” Mr. Colean believes that the 
worst of any mortgage stringency is 
over. With the government bond market 
improved and the Federal Reserve taking 
steps to assure an adequate credit base, 
he foresees an even larger volume of 
mortgage funds in prospect for 1954. 

Agreement that the mortgage market 
is improving and the immediate future 
may see the beginning of normal func- 
tioning in this investment field comes 
from Brown L. Whatley, Jacksonville, 
Florida, president of the Mortgage 
Bankers Association of America. 

“The large institutional investors are 
showing greater interest in FHA and VA 
loans,” he declares. “They are apparently 
allocating a greater proportion of their 
current funds to the mortgage side of 
their investment portfolios. The discount- 
ed prices at which these loans have been 
selling are rapidly firming up, and the 
vast amount of overhanging, unsold 
mortgages is rapidly being absorbed.” 
Mr. Whatley concedes that the difficulty 
of development builders securing advance 
commitments is still a serious problem, 
and maintains that flexible interest rates 
for FHA and VA loans are needed to 
assure an even, adequate flow of capital. 

Builders’ viewpoint. From _ builders 
have come numerous complaints that the 
construction industry, with its far-reach- 
ing influence on the nation’s economic 
health, should not be kept subject to such 
variations in the flow of mortgage credit. 
They have advocated a more dependable 
secondary market, either in the form of 
a revamped Federal National Mortgage 
Association with a more active and lib- 
eral program, or the formation of a 
mortgage pool by private interests. 

Savings and loans. This dilemma of 
the home construction industry, the un- 
certainty of its financing, was recently 
discussed by Ben H. Hazen, president of 
the Benj. Franklin Federal Savings and 
Loan Association, Portland, Oregon, and 
former president of the United States 
Savings and Loan League. His solution, 
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advanced to a class in savings and loan 
management, is for the associations to 
take over a larger share of financing. 

“So much of the new construction is 
being financed by life insurance com- 
panies, either directly or through local 
brokers, that when the investment de- 
partments of those companies decide that 
there is a little better profit in some 
other fields, the construction industry 
suffers immediately,” Mr. Hazen as- 
serted. . 

“This is not as it should be, and we, in 
the savings and loan business are re- 
sponsible for failure to remedy it. There 
should be enough money in our business 
to take care of a larger portion of the 
home finance demand,” Mr. Hazen said. 
While admitting that the associations 
and the mutual savings banks ‘have in- 
creased their lendings by handsome to- 
tals in terms of dollars, he maintained 
that their percentage of holdings needs 
to be increased by at least a fourth and 
perhaps a third before the dilemma of 
the construction business can be solved. 


4 & * 


Bank Loan “Pricing” 


With the likely prospect of a business 
decline, bringing with it reduced credit 
demand and lower money rates, com- 
mercial banks are far from depression- 
proof and may have to adopt a more 
realistic approach in the pricing of their 
“products” if they are to avert a serious 
earnings problem. 

So contends Charles F. Nagel, vice- 
president, Provident Trust Company of 
Philadelphia, who questions whether 
banks need to be so thoroughly resigned 
to “absentee” dictation of money rates 
from outside sources. 

Lower trend started. The timeliness of 
his views is given emphasis by the de- 
clining yields in the government bond 
market, and the recent action of large 
commercial finance companies in reduc- 
ing the amount of interest they pay on 
short-term funds (see page 43). 

Noting that a return of gross operat- 
ing earnings rates to the 1945 level 
might put commercial banks as a whole 
“in the red,” Mr. Nagel maintains that 
costs and profit margins should figure in 
the pricing policies of banks just as in 
other businesses. “We can rationalize 
all we want about the difference between 
commercial banking and other busi- 


nesses,” he declares, “but when we get | 


right down to cases there doesn’t appear 
to be any good reason why the same 
basic pricing principles don’t apply... . 
When profit margins of an efficiently 
operated enterprise are threatened with 
extinction, the competitive emphasis 
should be on quality, not on price.” 

He points out that the prime commer- 
cial borrowing rate, currently 3% per 
cet, should provide for (1) a reserve 
for losses, (2) the cost of credit investi- 
gations and loan administration, (3) a 
fa.» share of overhead, including the cost 
0i acquiring deposits to lend; and (4) a 
recsonable profit. 

[t is doubtful that a banker could be 
ind who would argue that 3% per cent 

s beyond adequate provision for these 
ur factors,” says Mr. Nagel. “It would 
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“The Royal 
put us in touch 
with the 


right people” 


Through more than 700 Canadian 
branches, the Royal Bank offers you 
direct and helpful access to whatever 
aspect of Canadian business may 
interest you or your customers. 
Address inquiries to our Business 
Development Dept., at the Bank’s 
Head Office in Montreal. 


Over 780 Branches in Canada, the West Indies, Central 
and South America, New York, London and Paris. 
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With banking offices strategically 
located in Detroit, Highland Park, 
Dearborn and Grosse Pointe Woods, 
Manufacturers National Bank offers 
prompt, careful handling of your cor- 
respondent needs in Michigan. 
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be almost as difficult, however, to find a 
banker willing to predict that the prime 
rate would hold at 3% per cent indefi- 
nitely.” 

Cites industry. “We can take a tip 
from other industries which, when con- 
fronted with temporary surpluses of non- 
perishable goods, don’t insist on immedi- 
ately reducing prices regardless of costs 
to the level at which supply and demand 
will again be in balance,” Mr. Nagel adds. 
“For example, the oil industry is not cur- 
rently involved in a price war notwith- 
standing the existence of surplus stocks. 
Nor can it be argued that self-discipline 
cannot be expected of 14,000 independent 
banks, most of them small. By and large, 
the smaller banks are quite sensible in 
their rate policies. The chief offenders 
are usually the largest banks, which, 
whether they like it or not, set the pat- 
tern.” 

Mr. Nagel asserts that a review of the 
historical relationship between bond 
yields and short term loan rates tends to 
refute the idea that they must move in 
concert. “When and if the prime loan 
rate is broken it will undoubtedly be on 
the initiative of individual banks,” he 
contends, “and not because of any irre- 
sistible pressure from without the bank- 
ing system itself. 

Rate cutting ineffective. “Should there 
be some slackening of loan demand, and 
that appears to be a reasonable expecta- 
tion, it is exceedingly doubtful that a re- 
duction in the prime rate would have 
more than an insignificant effect on the 
total volume of borrowing,” Mr. Nagel 
continues. “Nor should any bank enter- 
tain any illusions as to the efficacy of 
rate cutting in increasing its share of 
the available business. Moreover, rates 
are currently so low that further reduc- 
tion would deserve little consideration by 
those seeking means of ‘priming the eco- 
nomic pump’ should that be thought nec- 
essary. It is to be hoped also that the 
Federal Reserve authorities will objec- 
tively evaluate the overall economic 
benefits of an extremely easy money 
policy with due regard to the effect of 
such a policy on our commercial banking 
system.” 

In- summary, while he admits that it 
would be unwise to ignore completely the 
trends of credit demand and money rates, 
Mr. Nagel also believes that banking— 
like industry—should consider that a 
good bit of its inflated costs are frozen 
into its price structure, and that its 
charges should reflect a determination to 
recover these costs, plus a reasonable 
profit. 


° ° ° 


Free Enterprise Series 


Twelve newspaper advertisements fea- 
turing the advantages of American free 
enterprise are now available through the 
advertising department of the American 
Bankers Association, for use by indi- 
vidual banks or cooperatively by clearing 
houses or other local banking groups. 

That banks not only have the responsi- 
bility of increasing living standards 
through constructive financing, but also 
have the further duty of explaining the 
advantages of the American system to the 
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y wane soors have tried to define our 
American System of free enterprisé. We 
can't hope to describe it fully here. 

But this we can say. It is the world’s best economic system 
. . . the best philosophy of man’s relation to man yet evolved. 
It is basically a recognition of man as a mature, dignified being. 





It is the exact opposite of communism, which regards man as 
a stupid slave, unable to plan and think for himself, requiring 
the “party” to control his every thought and action. 


Under free enterprise, individuals own property, start and 
conduct businesses, assume risks, and enjoy the resultant profits 
or assume the losses. What actually happens is that this incen- 
tive unleashes tremendous inner powers in men and women, 
and drives them to accomplishments that: make us the greatest 
nation in the world 


Those who seek to destroy free enterprise are our enemies, 
driven by hate, jealousy and fear. Remember that, when they 
launch their propaganda 


Published in the interest of a better understanding of our 
free-enterprise system by (Name of Bank and Address) 





Economic system explained 


general public, is the belief expressed by 
Everett D. Reese, A.B.A. president. 

The ads discuss such topics as the role 
of profits, bank deposits, and labor- 
saving machinery in the American econ- 
omy. The series is in convenient mat 
form. The ads contain space for bank 
signatures and also include references to 
specific bank services. 
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Mutual Funds 
in Market Declines 


During the period of the recent stock 
market break in August and September, 
the research department of Bache & Co. 
had an opportunity to test the frequent 
assertion that mutual funds are an im- 
portant factor in liquidating securities 
during a market reaction, thus adding to 
the decline. This was checked with four 
of the larger funds representing ap- 
proximately 60 per cent of the assets of 
the entire industry, and in each case the 
answer was the same. 

The four mutual funds were aggres- 
sive buyers of securities during the mar- 
ket break, which in four weeks saw the 
Dow-Jones Industrial Average drop from 
276.74 to 257.67. Furthermore, the sales 
of their own shares to investors went 
contrary to the direction of the general 
market, sales amounting to $11,525,308 
while redemptions were $3,559,273. The 
Same pattern prevailed in 1946, when the 
murket had a more sustained decline. 

“This confirms our earlier impres- 
sion that mutual funds are important 
buyers during periods of market decline, 
taking advantage of lower prices to 
purchase securities of good quality,” 
Says the Bache report. “The above ex- 
periences in two declining markets of 
ditferent intensities seem to bear out the 
Philosophy of the mutual funds that pur- 
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MACHINERY PRODUCTION (non-electrical) has become Los 
Angeles Metropolitan Area’s second largest manufacturing in- 
dustry in terms of employment. The area tops the nation in pro- 
duction of pumps and compressors, and refrigeration machinery, 
and is second in oil field machinery and tools. In 1952, employ- 
ment averaged 54,580 workers; payroll totaled $263,855,000. 
This year, if current rate is maintained, payroll will be near 
$275,000,000 — well over 2% times the 1947 census total. 
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RESOURCES 


Cash and Due from Banks ......e.e00. 
U. S. Government 


SOCREIOS o00000000 $967,062,053.96 
State and Municipal 

BOORIIED 5 ccccacuve 60,856,301.60 
Other Bonds and 

DOCUERINS ccccccees 14,841,860.35 
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Earned Interest Receivable ............ 
Customers’ Liability under Acceptances 

MET a Cciacachangscncashsuveerss 
Bank Premises 


Other Assets ........ et eh NR Oe iis 
Pio (aeeewe ner 

LIABILITIES 

a $ 30,000,000.00 

REE anicccngessses 40,000,000.00 


Undivided Profits .... _51,377,748.74 


Reserves for Interest, Taxes, etc 

Interest Collected—Unearned.......... 

Acceptances and Letters of Credit 
Liability 
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Deposits—Time ....$ 609,239,293.31 
—Demand .. 1,232,704,453.29 


$ 396,471,114.34 


1,042,760,215.91 


538,230,769.42 
5,939,366.06 


5,361,666.13 
4,046,768.88 
338,743.62 


$1,993,148,644.36 





$ 121,377,748.74 


18,463,879.40 
3,735,961.02 


§,361,666.13 
265,642.47 


1,841,943,746.60 
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and U.S. Government, State and other Public Moneys, and for other 


purposes as required or permitted by law. 
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chases of the funds are made by in- 
vestors out of savings, with long term 
holding in mind.” 
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Wall Street Plea 
to Commercial Banks 


Greater cooperation between banking 
and the securities industry to expedite 
the free flow of capital needed for a dy- 
namic economy has been urged by Keith 
Funston, president of the New York 
Stock Exchange. . 

Speaking at the annual convention of 
the Iowa Bankers Association, he de- 
clared: “Wall Street and Main Street can 


and should work together to get across 
one basic concept to people and communi- 
ties throughout the country—the concept 
that equity capital must be available in 
adequate amounts if this country is to 
continue to grow and prosper.” 

Mr. Funston added that the greatest 
untapped source of equity capital is the 
fund of liquid savings held by individu- 
als. “Total savings,” he pointed out, “are 
now at an all-time high. Yet only about 
8 per cent of the amount added to sav- 
ings each year is being channeled into 
direct equity investment.” 

In discussing methods by which bank- 
ers could interest people in acquiring se- 
curities, Mr. Funston suggested applica- 
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tion of the Christmas Club idea to a sav- 
ings plan for the periodic purchase of 
stocks. He also outlined the possibility 
of monthly payment loans for the same 
purpose. 
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Industry-Wide Pension 


A new era in pension plans for em- 
ployees on an industry-wide basis has 
been inaugurated in Pittsburgh by mem- 
bers of the Greater Pittsburgh Milk Deal- 
ers Association with the cooperation of 
the Peoples First National Bank & Trust 
Company. 

Under this pension plan, employees 
will maintain their pension rights even 
though they change employers with any 
of the member milk companies in Al- 
legheny, Beaver, Butler and Westmore- 
land Counties. 

Peoples First National Bank & Trust 
Company will maintain individual record 
cards on each employee, will collect the 
company contributions, invest the funds, 
and on authorization of the Board of 
Administration, will pay all benefits and 
expenses. 

Under the newly devised pension plan, 
each member company began contribut- 
ing on May 1, 1952, at the rate of $10.25 
per month per employee into a joint trust 
fund to be administered by Peoples First 
National Bank & Trust Company as trus- 
tee. The fund covers approximately 3,500 
employees and now amounts to almost 
$500,000. Employees do not contribute to 
the fund. 


* 4 * 


Improved Business Index 

Many of the large metropolitan banks 
go to considerable lengths to gather and 
disseminate business data, for the benefit 
of commercial customers and bank cor- 
respondents interested in keeping posted 
on current trends. They also take great 
pains to assure the validity of their sta- 
tistical techniques and sources. 

An example of this is seen in the adop- 
tion of a new index by the Wells Fargo 








The Business Outlook 
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NEW INDEX OF CALIFORNIA BUSINESS ACTIVITY 
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Telling investment story to a largely rural audience 


Bank & Union Trust Co. of San Fran- 
cisco, in measuring business activity in 
California. This index chart is released 
monthly in the bank’s publication, “The 
Business Outlook,” which goes to a long 
list of customers and correspondents. 
Developed over a four months’ period 
by the Stanford Research Institute, the 
new index was specially designed to take 
into account basic changes in the Amer- 
ican economy, and utilizes a new postwar 
base period of 1947-49 instead of the 
prewar base of 1935-39 formerly used. 
An important advantage of the new 
index is that it will be possible to de- 
termine what effect price changes have 
on the movement of California business, 
because its selected components will be 
expressed in dollars rather than a mix- 
ture of dollars and physical units. This 
objective has been attained by eliminating 
such unit volume components as freight 
carloadings and factory employment. 
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Counterfeiting Conundrum 


One of the most extraordinary ques- 
tions ever facing a national monetary 
authority is now confronting the British 
Treasury. The question is, can sovereigns 
made of standard gold content be called 
counterfeit? Two high courts, those of 
Switzerland and of Milan, Italy, have 
held that they cannot. 

It has been known for some time that 
gold coins which never saw the British 
Royal Mint in London have been circu- 
lating widely in various parts of the 
world. Their manufacture was eventually 
traced to a workshop in Milan, where the 
Italian police caught five men with their 
own private mint in full operation. An 
Italian law makes it a crime to counter- 
feit foreign money as well as Italian 
money. The men were arrested and their 
equipment and gold bullion seized. 

Defense accepted. The lawyers for the 
arrested men put forward a clever de- 
fense, and have so far made it stick. They 
affirmed that in the United Kingdom the 
go'den sovereign (which in pre-war days 
was the equivalent of an American $5 
goidpiece) is no longer legal tender and 
has become a mere article of commerce. 

The Italian Minister of Justice ac- 
cepted the defense of the five men, and 
ali their equipment together with their 
Steck of gold worth about $25,000, has 


November, 1953 


been handed back to them. 

Ask re-opening. The British Treasury 
has been in a quandary as to what to do 
in this situation and their actions have 
been complicated by the fact that several 
British experts have stated that in their 
opinion gold sovereigns are clearly no 
longer legal tender, as they cannot be 
demanded in payment of debt. One sug- 
gestion made is that the Treasury should 
drop the counterfeiting charge and bring 
a charge of violation of international 
copyright, but this course did not com- 
mend itself to the officials. 

The British have now asked the Ital- 
ians to re-open the case on the pleas that 
the sovereign is still legal tender but that 
legal tender is limited to international 
business and other special purposes. 

The Italians themselves, under inter- 
national pressure, had considered re- 
arresting the five men and charging them 
with dealing in precious metals without 
a license, but it is understood that this 
process is in suspense. Meanwhile, up- 
holders of the gold standard are gleefully 
writing to the press to point out the 
absurdity of the position of gold today. 
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Securities Display 


As an experiment in demonstrating 
some of the workings of an investment 
management operation to a predominate- 
ly rural “audience,” J. Henry Helser & 
Co. recently took booth space at the Ore- 
gon State Fair for a highly educational 
exhibit. 

Special wire, ticker and projector fa- 
cilities fed a constant stream of financial 
and world news, plus stock price quota- 
tions, direct from New York City into 
the Helser booth. The theme of the ex- 
hibit was research as the key to invest- 
ment management. It was estimated that 
80,000 persons passed the exhibit during 
the week of the Fair, and 2,500 entered 
the booth to discuss securities. 

The Helser firm manages the securi- 
ties investments of more than 3,500 cli- 
ents, and amounting to more than $25 
million. It maintains 25 offices in Oregon, 
Washington and California, and its head- 
quarters office is at 519 S. W. Park Ave- 
nue, Portland 5. A newly published bro- 
chure, “The Company in Action,” tells 
of its method of operation. 
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Consumer credit financed 65% of 
all the household kitchen ranges 
sold in 1952. And when money 
works to bring modern cooking 
convenience into the home, it also 
benefits both range manufacturers 
and appliance dealers. 

Last year, 56,465 people used 
Peoples Time Plans to buy ranges 
and other consumer purchases. 
This shows the major role Peoples 
First National plays in the Pitts- 
burgh consumer credit market. 

Peoples First National has ac- 
quired extensive experience in 
the home appliance field. This 
knowledge and our widespread 
contacts with manufacturers are 
frequently of value to Correspond- 
ents. If you’re considering a Pitts- 
burgh Correspondent, we will 
welcome the opportunity of pre- 
senting the facts about our com- 
prehensive services. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 


P. O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 
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Read how banks helped farm 


machinery replace the horse. 


Give the grey mare above a carrot 
for horse sense. She retired knowing 
full well that only a stubborn mule 
would try to compete with any breed 
of 1953 tractor. 

Today most American farmers 
(along with a good many farmers 
abroad) burn gas instead of oats to 
get their horsepower. Thus the me- 
chanical marvels turned out by 
America’s farm machinery manufac- 
turers have been put to work around 
the world. In less than 50 years their 
inventive genius created machines 
and implements that have stepped up 
the plowman’s daily “turnover” from 
2 to more than 30 acres. 


Bank money helped 
But without banks things might have 


“Fired? I quit!” 


been a lot different down on the farm. 

From the early steel-wheeled mon- 
sters to the most modern hydraulic- 
lift beauties, banks have helped 
manufacturers turn out faster, tough- 
er, easier-to-use farm machinery. 

How? 

Well, bank loans help tractor and 
implement companies right down the 
line—stocking raw materials, acces- 
sories— gearing assembly lines to new 
models—freeing working capital for 
development and research. On the 
marketing level, bank loans help fi- 
nance dealers, and come full circle 
by helping individual farmers buy 
tractors and implements. 

What this means to you 
Add all this up and you only need 
half a squint to see that commercial 
banking hoes a long row in the manu- 
facture and distribution of the ma- 


chinery used by American farmers to 
grow and harvest some of the biggest, 
most bountiful crops in the world. 

This is true because of one grass- 
roots fact: It’s competitive banking’s 
job to make the community’s idle funds 
available whenever and wherever busi- 
ness finds opportunities for profitable 
enterprise. 

It follows, as reaping follows sow- 
ing, that under these conditions there 
are jobs for men and women, returns 
for investors, and a rich harvest of 
material advantages for Americans, 
rural and urban. 

Chase National Bank is proud of 
the part it is playing in American 


progress. 
oS * 


The CHASE National Bank 
OF THE CITY OF NEW YORK 


(Member Federal Deposit Insurance Corporation) 
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Christmas Ideas 


There are not many days left before 
Christmas. Perhaps too few, in view of 
the extensive preparations many banking 
and financial organizations make each 
year in behalf of their customers and 
friends, their communities and their em- 
ployees. With the thought of providing 
ideas for the current Yuletide, Burroughs 
Clearing House records some outstanding 
activities of various organizations dur- 
ing the Christmases of 1951, 1952. 

Old Kris Kringle. This beloved, be- 
whiskered old gent appears at some of 
the “doings,” but doesn’t always get 
around personally to all of them. In past 
years the Ripley (Ohio) National Bank 
discovered that a lot of small fry were 
not writing to Santa, but instead were 
saying that they would wait and talk 
to him when “we see him at the bank.” 
Needless to say, he shows up there regu- 
larly. At a larger bank, the Corn Ex- 


change National (since merged with 
Girard Trust) Philadelphia, Pennsyl- 


vania, Kris came early and stayed late 
to take part in all the bank’s Christmas 
festivity—TV appearances, dinner-dance 
attendance, caroling, passing out gifts, 
etc. Last year he arrived in a new con- 
vertible, while some miles away to the 
northeast at the First National of Gar- 
field, New Jersey, he came the previous 
year via an authentic 90-year-old stage 
coach. That year he got all mixed up 
with cowboys and Indians. 

The right gift. Speaking of Santa 
brings up the matter of gift ideas, always 
a problem. Last year a survey by “Sales 
Management” magazine disclosed that 
the most suitable gifts for business as- 
sociates, employees and sources of busi- 
ness were, in the order named: office aids 
such as pens and pen sets, food, cutlery, 
lighters, and clocks. Liquor was down in 
8th place. 

A number of “special” gifts are also 








Central Penn National, Philadelphia 
Music is traditional 


made each year by various of the banks 
and financial organizations. The First 
National Bank of Scranton, Pennsyl- 
vania, last year presented more than 300 
employees with dues-free memberships to 
the Blue Cross and Blue Shield as part 
of the annual Christmas gift and bonus. 
As part of their “Happiness Project,” 
the employees of the Republic National 
Bank of Dallas, Texas, presented a 16 
millimeter sound projector to a local 
nursery school. 

The needy, the hospitalized veterans, 
and the underprivileged and handicapped 
children all across the country were 
singled out for special Christmas con- 
sideration. They received food baskets, 
toys, dolls, toiletries, clothing, radios— 
virtually everything to bring Christmas 
joy. Some of the banks whose gift activi- 


ties were brought to the attention of the 
Burroughs Clearing House were Mer- 
chants National Bank and Trust Com- 
pany, Syracuse, New York; Union Dime 
Savings Bank, Bankers Trust Company, 
and Guaranty Trust Company, New York 
City; and the First Wisconsin National 
Bank, Milwaukee. 

Let’s hold a contest. A large candle 
was lighted in the lobby of the Crawford 
County Trust Company, Meadville, Penn- 
sylvania, to signalize the new closing 
of the Christmas Club membership list. 
Then most of the 2,000 members regis- 
tered guesses as to how long the candle 
would burn. The American National 
Bank and Trust Company of Chicago, 
Illinois, conducted an art contest for the 
best “Sunday” painting by a young com- 
mercial artist. The Industrial Trust Com- 
pany of Providence, Rhode Island, staged 
a similar contest among the senior class 
of a local designing school. The prize- 
winning design was used in the bank’s 
Christmas advertising. More than 250 
gaily-dressed dolls, the result of a doll- 
dressing contest, were used as a Christ- 
mas display by The First National Bank 
in St. Paul, Minnesota. 

A very Merry Christmas. “Old Scrooge 
again by-passed Orlando’s (Florida) 
First National.” An odd way to begin 
a greeting card? Perhaps, but very effec- 
tive. The bank reprinted a full-page 
newspaper ad on tissue-weight paper, in- 
serted it neatly within a 3” x 8%” folder, 
and mailed it to customers and friends. 
The “greeting” told all about the benefits 
received by the officers and employees, 
and why they were thankful to the 
friends and customers who made possible 
the bank’s growth. Some 44 staff mem- 
bers of the installment loan department 
of the Merchants National Bank and 
Trust Company, Syracuse, New York, all 
signed a card sent to dealers who do their 
financing through the bank. This “per- 
sonal touch” was also very effective. 


A lobby party for the youngsters and a Nativity Scene portray true yuletide meaning 


The Southeast National Bank, Chicago 
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Union Dime Savings Bank, New York City 


, Ninth Federal Savings and Loan, New York City 


A bank and a savings-loan association stage drives for underprivileged children 


Last year the card of State Planters 
Bank and Trust Company, Richmond, 
Virginia, was simple but impressive. 
Small and all in red, it showed drawings 
representing the bank’s president, vice- 
presidents, tellers, clerks, office girls, and 
guards, and said simply, “Sincerely, 
State Planters.” 

The true meaning displayed. A hundred 
thousand people during the past two 
years have visited the “true meaning of 
Christmas” display at the City National 
Bank and Trust Company of Oklahoma 
City, Oklahoma. It is an _ exquisite 
Nativity Scene with faithfully wrought 
16” figures, a manger nestling in a real- 
istic cave and surrounded by blue-lighted 
. fir trees and a star on high. 

Some liberties were taken with tradi- 
tion by the Farmers Bank of the State 
of Delaware in Dover, when the bank 
hitched two extra reindeer to Santa’s 
customary team of eight in a Yule dis- 
play. Letters poured in asking “how 
come” and “what’s their names.” All 
ended well when the bank replied that 
with all the evil in the world, Santa 
needed help, and therefore, Rudolph and 
his wife Ruby were pressed into service. 
The bank also featured a number of 
other animated displays including Santa 
in his workshop, Santa with animated 
toys, a lollipop Christmas tree, and a 
20th century wonder doll. 

A realistic woodland scene display with 
a real lodge and trees before a painted 
mountain backdrop extended along two 


walls of the main banking room at the 
Society for Savings, Hartford, Conn. 

Music goes with Christmas. Employee 
carolers, employee, college and other 
a cappella choirs, boys’ choirs, organ re- 
citals, male choruses, mass singing and 
choral pageants are used by many organ- 
izations as a traditional part of Christ- 
mas celebrations. Among such institu- 
tions where music is a tradition are the 
Valley National Bank, Phoenix, Arizona; 
Central-Penn National Bank of Philadel- 
phia; National Bank of Commerce of 
Houston, Texas; Pullman Trust and Sav- 
ings Bank, City National Bank and Trust 
Company, American National Bank & 
Trust Company, ail of Chicago; the Teu- 
tonia Bank, Milwaukee; and the Citizens 
Commercial and Savings Bank of Flint, 
Michigan. 

Celebrities, professional help. In con- 
nection with their musical and other 
special events, many banks elect to en- 
gage the aid of professional entertainers 
and noted persons. The Union Trust 
Company of St. Petersburg, Florida, has 
employed well-known organists. Five 
circus acts, headlined by TV Super 
Circus fame, were used one year by the 
Continental Illinois National Bank of 
Chicago at a party for youngsters. The 
Little Symphony of Detroit, conducted 
by noted Valter Poole, was used by the 
City Bank of Detroit, Michigan, in a 
lobby Christmas concert. Last year 
Governor Howard Pyle of Arizona was 
guest of honor at the Valley National’s 


music program at Phoenix. Newspaper- 
woman Dorothy Kilgallen and TV star 
Eloise McElhone have served as judges 
in the doll-dressing contests that are 
held at the Dollar Savings Bank, New 
York City. 

We'll give a party. For themselves, for 
children, and for just about everyone 
many banks give parties at Christmas 
time. For 20 years the children of an 
orphanage in Fort Worth, Texas, have 
been the honored guests at a party given 
in the lobby of the First National Bank 
there. In Chicago, more than 2,500 
youngsters of all races and creeds at- 
tended a theatre party given by The 
Southeast National Bank. An annual 
custom at The Bank for Savings, New 
York City, is a party for underprivileged 
and orphan children from 5 to 8 years. 
The Dime Savings Bank of Brooklyn, 
New York, in past years has bought the 
exclusive use of Loew’s Oriental Theatre 
to hold children’s parties. 

T-V on Christmas Eve. At Christmas, 
1951, the City National Bank and Trust 
Company, Oklahoma City, sent unusual 
Christmas greetings by beaming a special 
Christmas Eve program, “Carols of the 
World,” over television. 

And the little twists. When in 1951 
The Commonwealth Trust Company of 
Pittsburgh, Pennsylvania, held a 50th 
anniversary employee dinner and Christ- 
mas Party, a huge cake was baked for 
the occasion. When it was sliced, one 
employee became richer by $50. Other 


Mass singing in a bank lobby, and (right) a special Christmas Eve telecast 
City National Bank & Trust, Oklahoma City 


Citizens Commercial & Savings, Flint, Michigan 
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pieces of cake contained lesser prizes. 
Last year a neat shopping list folder 
was distributed by the State-Planters 
Bank and Trust Company of Richmond, 
Virginia. Printed on heavy paper, 3%” 
x 4%”, it provided a handy place to list 
names and gift suggestions. The Woon- 
socket (Rhode Island) Institution for 
Savings, in 1951 found several dozen 
boxes of the type used years ago for 
gold piece gifts. The bank used them to 
“sell”? scarce gift-packaged silver dollars 
via a newspaper ad. The Ninth Federal 
Savings and Loan Association, New 
York City, displayed a large window 
filled with dolls. Anyone could claim a 
doll by sponsoring a needy child through 
the Save the Children Federation. The 
dolls were contributed through a contest 


sponsored by the magazine, “Seventeen.” | 





The Peoples Federal Savings and Loan ' 


Assoeiation of Peoria, Illinois used a 


special camera to take pictures of chil- 











State-Planters Bank, Richmond 


Christmas card idea 


dren sitting on Santa’s lap. The pictures 
were printed, signed by Santa, and the 
youngsters’ names put on the back with- 
in a minute. Fifteen hundred children 
were “snapped.” The Fidelity Federal 
Savings and Loan Association, Cincin- 
nati, Ohio offered to handle Christ- 
mas mailings of those living in the neigh- 
borhood. Hundreds of new people were 
brought through the association’s doors, 
over 100,000 stamps were distributed, 
and 1,000 parcel post packages handled. 
The service resulted in many new ac- 
counts and this year the association plans 
to repeat the procedure. 


& * * 


Record F.P.R.A. Meet 

The objective of a “working conven- 
tion” was achieved again this year at the 
38th annual meeting of the Financial 
Public Relations Association, whose 
membership of 1,714 is now the highest 
on record. The association gained 91 
members in the past year, and has shown 
a gain of 927 members since July 1, 1944. 
More than 800 members contributed to 
the wealth of new ideas, methods and de- 
velopments generated at the specialized 
clinic meetings that dominated this year’s 
convention in Detroit. 
_ Vresident’s message. This year’s meet- 
Ing was the largest in the association’s 
history and was under the direction of 
Wiiliam B. Hall, outgoing president of 
the association and vice-president of The 
De‘voit Bank. In his presidential ad- 
dress, “Banking is a Good Profession,” 
Mr. Hall told the members, “We have 
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STEUBEN TRUST COMPANY 4 


“How we Celebrated our 50th Anniversary with 


RIFKIN COIN BAGS’ < 


e In the tradition of good banking, Mr. Frank E. 
Vogt, Vice President of the Steuben Trust Co. of 
Hornell, New York, made an investment pay off 
profitably. 





e On the occasion of the bank’s 50th Anniversary, 
Mr. Vogt called on Rifkin to develop a special bag 
to be distributed to every newsboy in the city. Here 
was a fine job of public relations and an ingenious 
use of a practical yet personalized product to attract 
potential depositors. 








e We are proud of the fine reputation Rifkin coin bags have earned among 
many leading financial and industrial institutions. More than fifty years of expe- 
rience contribute to the quality of Rifkin “Safety Sacs” with patented Arcolock,® 
mail sacs, currency bags, and zipper or draw string coin bags. Each is handsomely 
silk screened, or embroidered with your individual insignia. 
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DRAWSTRING ZIPPER ZIPPER SAFETY MAIL AND 
BAGS WALLETS COIN BAGS SACS CURRENCY SACS 


Find out how 
Rifkin “Quality” coin bags can 
add to your efficiency and public relations. 
Write A. RIFKIN & CO., WILKES BARRE 5, PA. 
for complete catalog and sample bags. 
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done an excellent job in selling bank serv- 
ices. We have failed to sell banking as 
a profession.” 

He went on to say that banking has 
sold its services beyond the capacity of 
its present staff to produce and that if 
banking expected continued acceptance 
of its product, both individual and Asso- 
ciation efforts must be channeled toward 
procuring an adequate bank staff. As to 
the seriousness of the problem, Mr. Hall 
pointed how that in 1933 the banks were 
wholesalers of credit, employing 281,000. 
In 1953 the banks are department stores 
of finance, employing 500,000 and serv- 
ing more than 90 million depositors. 

United story, grand splurges. Banking 
as an industry has lagged far behind 
other industries in aggressively present- 
ing a unit industry story to the public. 
And at the same time, the industry has 
many times carried public relations pro- 
grams to extremes. 

These were the comments of Howard 
D. Petersen, president’ of the Fidelity- 
Philadelphia Trust Company in his 
speech, “Banking in a Goldfish Bowl.” 

“The railroads, the public utilities, and 
many others,” Mr. Petersen asserted, 
“have made conspicuous progress toward 
a better public appreciation of their 
important roles in our economy. Some of 
our state banking associations have made 
promising starts in State-wide programs. 
Others should follow their lead and a 
national industry program should be de- 
veloped.” 

However, Mr. Petersen continued, the 














Standing: Left to right, J. T. William, E. T. Hetzler, J. J. Ahearn, J. P. Anderson, 
and W. B. Hall. Seated: Left to right, H. W. Lewis, R. Maclean, L. L. Matthews, 
W. W. Delamater, W. E. Singletary 


Named to F.P.R.A. leadership at 38th annual convention 


industry should realize that “. .. extrava- 
gant splurges are no substitute for 
soundly thinking through and planning 
a well-balanced program. Inasmuch as 
the essence of good public relations is in 
its appeal to people, it must be conceived 
in the simple, sensible, direct manner in 
which human beings establish friend- 
ships.” 

70 hours of sessions. Altogether, in 
addition to the principal speeches, some 








so. WE BREAK A 


Machines create bottlenecks in a 
factory whenever they fail or whenever 
their capacity is overtaxed. In our 
business, the casting of type has for 
ears constituted a potential bottleneck 
en of the unprecedented growth 
in the use of imprinted checks. If we 
} had continued to set type manually 
for Personalized Checks, as we had 

to do not so many years ago, we now 
would be operating nearly three times as 
many machines as actually are in use. 


Fortunately, about ten years ago we 
began to install “‘automatic teletype- 
setters” which, thru the medium of holes 
cut in a paper tape, actuate the keys on 
the typecasting machine ata speed nearly 
three times as fast as could be done 
manually by a good operator. These 
machines proved to be lifesavers, but 
they were too limited with respect to 
selection to cast the type needed for busi- 
ness checks. We decided, therefore, to 
attempt to enlarge the scope of the units. 


Now, after three years of study and 
experimentation, we are happy to report 


BOTTLENECK 


that we have installed our first 
high-speed tape operated unit that will 
cast two styles of type in seven sizes, 
out of four separate magazines, thus 
enabling us to almost triple our machine 
output. This does not necessarily mean 
that our labor costs have been cut 
two-thirds, because other factors tend 
to increase contributory costs, but it 
does mean that we can push nearly three 
times as many lines thru a typecasting 
unit, thus providing a cushion that 
insures faster service in a department 
which otherwise might bottleneck our 
entire production. 


To the best of our knowledge, this 

new unit is the only one of its kind in 
operation anywhere and our only 
problem now is to get more of them. 

We always have to buy six of everything 

to keep our facilities up to date, and 
sometimes we get impatient because our . 
funds will not permit immediate capital 
expenditures in such large amounts, but 

as soon as we can we intend to equip 

all of our plants with this latest device. 
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Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 










70 hours of intensive sessions and dis- 
cussions were held in the 5-day meeting. 
Each morning was opened at 9 a.m. by 
the daily school of salesmanship conduct- 
ed by Frank S. Townsend, Chicago man- 
ager of the Connecticut General Life In- 
surance Company. The smaller depart- 
mentals and clinics covered commercial 
development, consumer credit, savings 
and mortgages, staff relations, trust de- 
velopment, newspaper advertising, em- 
ployee training, customer relations, di- 
rect mail, radio, television, market re- 
search, publicity, unusual services, com- 
munity relations, window display, house 
magazines and staff notices, school pro- 
grams, open house and anniversary 
events, agricultural programs, sales pro- 
grams, etc. 

Outside speakers. Contributing to the 
aggregate pooling of information and 
ideas; several prominent leaders of in- 
dustry spoke at the general sessions. One 
of these was Kenneth W. Haagensen, di- 
rector of public relations, Allis-Chalmers 
Manufacturing Company, West Allis, 
Wisconsin. 

“We sell not by what we say, but by 
what we do,” he said. He then criticized 
business for being critical, and taking a 
negative attitude, rather than a positive 
approach. Declaring that conditions 
were about 98 per cent “right” and only 
2 per cent “wrong” in the United States, 
he cited the need for more emphasis on 
what is good about the country and about 
business. 

James Cope, vice-president of the 
Chrysler Corporation, told the FPRAers 
that a large market for automobiles ex- 
ists, and is supported by purchasing 
power. 

“Four out of every 10 consumers,” he 
said, “have no debts at all. Holdings are 
nearly nine times the total of outstanding 
debts. Liquid assets in savings and bank 
accounts and U.S. bonds exceed the tota! 
of their debts. Only 11 per cent of the 
spending units owe more than they own.” 

Life membership. The F.P.R.A. this 
year honored one of the past presidents, 
Stephen H. Fifield, vice-president of th« 
Barnett National Bank of Jacksonville 
Florida, with a life membership in recog- 
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nition of his long service to the associa- 
zion. Only seven other members have 
been so honored. 

New officers. Lee L. Matthews, presi- 
dent, American Trust Company, South 
Bend, Indiana, was elected to head the 
F.P.R.A. for the coming year. Elected 
to assist him were: first vice-president, 
Rod Maclean, assistant vice-president, 
The Union Bank and Trust Company, 
Los Angeles; second vice-president, W. 
W. Delamater, vice-president, Trades- 
men’s Land Title Bank and Trust Com- 
pany, Philadelphia; and third vice-presi- 
dent William E. Singletary, assistant 
vice-president, Wachovia Bank and Trust 
Company, Winston-Salem, N.C. Harold 
W. Lewis. vice-president, First National 
Bank of Chicago, was reelected treasurer. 
“Pres” Reed will continue as the execu- 
tive vice-president of the association. 
Ten members were elected to the board 
of directors. 

The convention next year has been 
scheduled for Washington, D.C., Septem- 
ber 26-30. 

“Sound money” resolution. One of the 
final acts of the newly revised officers and 
board lineup was the adoption of a reso- 
lution recognizing the power of public 
sentiment and calling for all banks to 
make an effort toward explaining to the 
American public the values and necessi- 
ties of a sound money policy. The reso- 
lution enumerated the following basic 
principles: 

1. Banks should foster sound money, 
a stable purchasing power, and opposi- 
tion to either violent inflation or defla- 
tion. 

2. The Government should receive ut- 
most cooperation in meeting its financial 
needs, without needlessly “passing the 
buck” to future generations. 

3. Policies that benefit the country as 
a whole, regardless of party, regional or 
class interest should be supported. 


Mobile Teller Unit 

An answer to the recurring problem 
of what to do about bank lobby con- 
gestion during rush periods is seen in a 
new mobile lobby teller unit manu- 
factured by the Le Febure Corporation, 
Cedar Rapids, Iowa. 

Called the Roto-Lift Teller Unit, it 
can be used either behind a counter or 


Relieves lobby congestion 
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in the lobby. When used in the lobby, 
an accompanying guard rail is placed 
around the unit, creating an additional 
teller’s station, and preventing crowding 
from behind. The units are lighted on the 
interior and contain a pull-out shelf for 
customer’s packages, pen, etc., and out- 
lets for electrically operated equipment. 

The photo shows a unit in service at 
the First National Bank and Trust Com- 
pany of Tulsa, Oklahoma. 


* ° ° 


Budget Guide Boom 

Is there a greater awareness on the 
part of the American public of the de- 
sirability of trying to “live within one’s 
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income?” Ernest A. Messenger, vice- 
president, Pacific 1st Federal Savings 
and Loan Association, Tacoma, Wash- 
ington, is convinced there is as a result 
of receiving more than 3,000 inquiries 
in two months from all over the United 


States, Canada, Sweden and Norway 
during his “give-away” budget guide 
promotion. 


A story on the budget guide first ap- 
peared in the Burroughs Clearing House, 
August, 1953, and was later featured in 
other publications. The guide was de- 
scribed as a slide-rule type, with prede- 
termined amounts figured out for hous- 
ing, clothing, food, savings and other 
items for salaries ranging from $200 to 
$500 a month. Mr. Messenger says the 
promotion has been the most successful 
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Slide-rule. budget guide elicited 3,000 inquiries 


ever staged by his association. 

Mail included inquiries from more 
than 260 large and well-known banks, 
savings and loan associations, and other 
financial houses. More than 50 colleges 
wrote for further information, indicat- 
ing a desire to include the budget guide 
in curricula on economics and banking. 

Advertising agencies, printing houses, 
insurance companies and_ individuals 
wrote for copies of the guide, the free 
work sheets and other information. The 
Pacific 1st Federal became so “swamped” 
with mail and having to re-order guides 
for world-wide distribution that they 
assigned their copyright to the North 
Pacific Bank Note company of Tacoma, 
Washington. 

Many correspondents sought to pur- 
chases guides. An attorney sent along 
$5.00, saying that he had been looking 
for years for such a guide for his wife. 
A radio commentator in Philadelphia 
used the story on the air and the Tacoma 
headquarters of Pacific 1st began to get 
mail from the commentator’s audience. 
A Cleveland bank asked if they were the 
first to inquire from Cleveland. Pacific 
1st Federal replied that before they 
wrote in there had already been 26 
financial institutions, three schools, and 
numerous individuals from Cleveland in- 
quiring ahead of them. 
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Expands Departments 


The foreign banking and real estate 
loan departments of the First National 
Bank of Chicago recently took posses- 
sion of new and larger quarters. Moving 
the departments was the first step in 
the bank’s program to provide better 
service through more adequate space. 

To carry out this program, the First 
National recently acquired two nearby 
buildings and modernized a part of the 
space in them for the two departments. 
The new foreign banking department 
syace in one of the buildings was directly 
connected with the main banking quar- 
ters by means of a wide passageway on 
the fourth floor. The real estate loan 
department occupies the second floor of 
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the other acquired building. 

Included in the remodeling was the 
latest in air-conditioning, recessed fluo- 
rescent lighting and modern banking 
equipment. The modernization was under 
the direction of F. G. Guthridge, vice- 
president in charge of operations and 
personnel, 
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Savings Interest Rise 

The largest concentration of savings 
banks in the country were affected re- 
cently when the New York state superin- 
tendent of banks removed the ceiling on 
the dividends payable to depositors. As 
a result, some observers have raised the 
possibility that the Federal Deposit In- 
surance Corporation and the Federal Re- 
serve Board might eventually follow suit 
in raising the ceilings on savings rates in 
the rest of the country. 

The New York ruling will not take 
effect until the first of next month when 
the savings banks there will act on divi- 
dends earned in the last quarter. At that 
time some banks with high earnings 
rates and surplus positions are expected 
to ask for authority to pay up to 3 per 
cent in dividends payable to depositors. 





F.R.B. and F.D.1.C.-regulated banks 
are still under a 2% per cent ceiling, but 
a prediction that is gaining wide circula- 
tion sees those agencies giving early con- 
sideration to the interest rate problem. 
Representative Wright Patman has been 
reported in favor of permitting banks to 
pay any rate of interest they choose. 

In the general trend of rising rates, 
late September saw the highest rate 
offered by any bank in the Chicago area. 
A rate of 2% per cent on one-year time 
savings deposits was announced by the 
Main State Bank. At Detroit, Michi- 
gan, a 2% per cent rate on one-year 
savings was advertised by The Michigan 
Bank. 


House-to-House Calis 


Homemakers in several sections of 
Cleveland are learning first hand of the 
bank services that will be offered by 
the new Westgate Office to be opened 
by the Central National Bank there in 
early December. As a novel phase of a 
business development program, a veteran 
member of the bank, Mrs. Marie T. 
Roemer, is making house to house calls 
to residents of various communities near 
the Westgate shopping center. 

The primary function of Mrs. Roemer, 
who has had experience as a teller and 
also in the personal loan and mortgage 
loan departments, is to describe rather 
than sell the bank’s services. With 
sample banking forms in her kit, she 
explains the workings of savings and 
checking accounts, the convenience of 
personalized checks, the personal loan 
and mortgage loan departments, the 
bank’s drive-in services, savings certifi- 
cates, thrift accounts, safe deposit boxes, 
and other phases of banking on which 
homemakers may wish information. 


Help tor Newcomers 


When a newcomer is befriended upon 
first arriving in a strange city, he is 
likely to retain a good impression of his 
benefactor for a long time. The First 


Enlarged foreign department provides better customer service 


First National Bank of Chicago 














National Trust and Savings Bank of 
San Diego, California, is making such 
a good impression and winning new ac- 
counts with a booklet, “Digest for New- 
comers.’’ 

The booklet is featured in a public 
relations campaign the theme of which 
is based upon the public service idea of 
assisting new residents of California 
in getting settled, upon coming from 
other parts of the nation. 

In its 20 pages, the “Digest” gives 
information on such topics as automo- 

bile ownership, 

= = real estate, 
et = state and local 
First National's taxes, travel to 


nearby Mexi- 


co, and a va- 

\ \ riety of other 
matters. In 

\ each case the 


for subjects are 
\ covered to 
ewoomers point up local 
laws and regu- 
lations. 

(First All conven- 
lel} tional adver- 
tising media, 
such as news- 
papers, televi- 
sion, billboard 
Public service and bus cards, 
and special di- 
rect mail campaigns are being used to 
promote the distribution of the booklet. 
The opening advertisements offered a 
free booklet ‘‘for the 153,198 new resi- 
dents of San Diego County.’’ Overall, 
the San Diego County population has 
doubled in the last ten years to the 

present total of more than 700,000. 

The booklet and program were pre- 
pared under the direction of George 
W. Sears, First National vice-president 
in charge of advertising. 

Many state and local government 
branches and professional groups aided 
in providing accurate information for 
the booklet. All of these sources com- 
mended the bank for its efforts, which 
will result in less confusion and trouble 
for the bureaus and agencies involved. 

Sample copies may be obtained with- 
out charge by addressing Mr. Sears at 
the First National Trust and Savings 
Bank, San Diego 12. 
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Bank Display Offer 
A new savings bank display program 
in operation by the General Electric 
Company, Schenectady, New York, for 
the past six months has met with such 
success that all future showings are 
00ked solid until October, 1954. Dis- 
lays for commercial banks will be re- 
eased this fall and early next year. 
The savings displays measure 4’ wide 
end 3’ high and are suitable for windows, 
counters or lobbies. They depict a steam 
irbine, gas turbine locomotive and jet 
ngine. Their theme is “Your Invested 
avings Pace America’s _ Industrial 
rowth.” In New York and Connecticut 
é one, 100 savings banks have taken 
iivantage of these displays which are 
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HERRING*HALL*MARVIN—for well) over a century 


first with new ideas in bank equipment—scores again. 


This new bank vault door, announced at the A. B. A. Con- 
vention in Washington, represents the greatest advance 
ever made in bank vault door design and construction. 
No sacrifice of security to gain the beautiful modern de- 
sign. Vestibule, interlocked with the wall reinforcing, 
becomes an integral part of the vault door. (U. S. Patent 


No. 141459). 


Inquiries are invited. 
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Herring-Hall-Marvin Safe Co, 2228.%0 


. 
HAMILTON, OHIO wos 
> 
BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT Sare ™ 




















Wynnton branch, Columbus (Georgia) Bank & Trust Co. 


Beautifying the community is this neoclassic design 


being offered to the banks on a no-cost 
basis. : 

A new series of displays will be 
offered to commercial banks by the end 
of this month. Their theme will be ‘Your 
Dollars at Work Pace America’s Indus- 
trial Progress.” The new series will be 
built around the atomic submarine, mod- 
ern kitchen, and electric lamp. These 
displays will be earmarked for Pennsy]l- 
vania, New Jersey, New York, Connecti- 
cut and Massachusetts. Requests from 
other parts of the country will be filled 
as additional displays are built in early 
1954. Banks interested in participating 
in General Electric’s bank display pro- 
gram can obtain further information by 
contacting C. F. Keenan, Building 2, 
Room 155, General Electric Company, 
Schenectady, New York. - 
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The Bank Beautiful 


Major contributions to the beauty of 
the communities they serve, whether in 
downtown or suburban areas, have been 
made by the hundreds of new and re- 
modelled bank quarters completed in re- 
cent years. “Beauties” in themselves, the 
three new buildings illustrated on this 
page typify this contribution to civic im- 
provement by banks. 

Latest functional type. With access 
from three streets and with the rear of 
the bank fashioned into a _six-teller, 
canopied drive-in facility, the new Linden 
office of The Ohio National Bank of 


Columbus, Ohio, represents the very 
latest in functional bank design. The 
stone-and-brick structure covers a very 
sizable area in a rapidly growing com- 
munity and provides more than adequate 
parking and drive-in space. Its beauty 
is outstanding. 





plots, serve to enhance the beauty of 
both the bank and the community in 
which it is located. 

Neoclassic design. The glistening stone 
trim and stately marble portals in the 
neoclassic design of the new Wynnton 
branch of The Columbus (Georgia) Bank 
and Trust Company, make it, too, an 
outstanding. building in the community. 
The new quarters are located in the ap- 
proximate geographic center of the city 
and provide three drive-in teller windows 
to serve customers. 


New Seal Press and Seal 


Two new products designed to aid 
banks in speeding the handling of coin 
bags and insuring their safety in transit 
have been announced by the American 
Casting and Manufacturing Corporation, 
Brooklyn, New York. 

One of them is a coin bag seal that can 
be sealed with any standard coin bag 
press and features a helical coil spring 
for tighter sealing. 

















Holyoke branch, Hadley Falls Trust Co., Holyoke, Mass. 


Clean-cut new branch stands out in its downtown location 


Downtown location. The new office of 
the Hadley Falls Trust Company, Hol- 
yoke, Massachusetts, is the most modern 
building in its neighborhood and was de- 
signed with a symmetry to fit the down- 
town square it occupies. Sculptured stone 
panels on the brick facade, and shrubbery 


A modern bank “beauty” and the latest in functional design 


Linden Office, The Ohio National Bank of Columbus, Ohio 
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The other product is a new type of seal 
press which tightens and positions seals 
securely and accurately, and cuts off seal 
cords close to the seal to insure safety. 
The seal press comes in two sizes, a 
standard size supplied with a base for 
affixing to table or desk, and a portable 
size supplied with a larger base that 
does not require mounting. 


Sd Sd e 


3-D Bank Ad 


A clever tie-in with the current popu- 
larity of three-dimensional photography, 
was made recently by The Fort Worth 
National Bank, Fort Worth, Texas, by 
the use of an actual 3-D page advertise- 
ment that was addressed to correspond- 
ents and published in the Texas Bankers 
Record. 

A pair of the green-red eye glasses 
was enclosed with each ad to enable 
the reader to get the feeling of dept! 
from the two illustrations in the ad, < 
pretty girl holding a placard and 
drawing of the bank building. The cop) 
read: “‘A 3-D Service for Your Bank .. 
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1 MACHINE PERFORMS 
7 OPERATIONS 


. Gathers enclosures. 
. Inserts in envelopes. 
- Moistens envelope 
flap. 

Seals envelope. 

- Meters postage or 
prints indicia. 

. Counts total mailing. 
. Stacks finished 
pieces. 


NO wr ON= 











“Let a machine do the job” is the phrase 
which built American Industry. Now 
Inserting & Mailing Machine applies the 
same slogan to mailing. By reducing 
hand labor to the minimum, this ma- 
chine saves users as much as 80% of 
mailing fulfillment costs. 


One operator does the work of dozens 
of clerks. One unit replaces several old- 
fashioned “mailing machines.” One 5x10 
section of floor space is all that’s needed 
to process mailings running into hun- 


, fe ed 


mailing costs 


reduced 


INSERTING & MAILING MACHINE 
CUTS COSTS 


BY 80%! 


dreds of thousands. A single Inserting 
& Mailing Machine, manned by one 
operator, turns out from 3,000 to 4,000 
pieces of mail per hour... prepares a 
mailing of 10,000 pieces in less than half 
a day. 


Check your savings ... With rising post- 
age, paper and printing costs—it’s more 
important than ever to save on mailing 
fulfillment. Write today for folder or 
ask to see Inserting & Mailing Machine 
in operation in your city. 


INSERTING AND MAILING MACHINE CO. 


PHILLIPSBURG, NEW JERSEY 











November, 1953 


INSERTS INTO ENVELOPE 





SEALS ENVELOPE 








PRINTS POSTAGE INDICIA 


COUNTS & STACKS 
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speed, accuracy, and a friendly desire 
to serve your bank are the important 
3-dimensions of The Fort Worth Na- 
tional’s correspondent bank service.” 


® ° ° 


Civie Improvement 

The Society for Savings, Cleveland, 
Ohio, has purchased the adjacent Cleve- 
land College building which will be razed 
and its site used to improve the appear- 
ance of the public square and provide 
parking space up to 1,000 cars per day. 


The land site covers approximately 
23,100 square feet on the northeastern 
corner of the public square adjoining 
the Society’s building. The bank’s plan 
for parking space will ease congestion 
and help all who wish to transact busi- 
ness in the area of the square. 


Sd ° 4 


Business-Building Letters 


A new book on the art of letter-writ- 
ing, entitled ‘“‘Letters That Build Bank 
Business,” has just been prepared by 





West Coast coverage 


Coast states. 


TRI- 
STATE 


SERVICE 








with ove bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SAN FRANCISCO « PORTLAND ¢ SEATTLE *« TACOMA 


Member Federal Deposit Insurance Corporation 








WHETHER 


YOU’RE A CORRESPONDENT BANK OR NOT; 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The ‘National Shawmut Bank , : 


40 Water Street, Boston 


To Do 






Member Federal Deposit Insurance Corporation 
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Packed with ideas 


W. H. Butterfield, executive director of 
the University of Illinois Foundation, 
Urbana, and the author of 15 previous 
similar books. 

The new work is packed with practical 
ideas and effective letters. It covers the 
fundamentals of good bank correspon- 
dence, shows how to build better public 
relations by mail, and includes a section 
of 75 outstanding letters. 

The price of the book is $2.75 and 
copies are available from The Interstate 
Printers, Inc., 19-27 North Jackson 
Street, Danville, Illinois. 


« 2 e 


Variety in Drive-in Designs 

Unusual results in functional design 
were obtained in the wide variety of 
drive-in bank adaptations shown on 
page 24. 

Modern styling. Clean-cut design and 
ample parking space are featured in the 
new drive-in branch of The Muskegon 
(Michigan) Bank. Unusual features of 
the new building are the use of Roman 
brick for both exterior and interior walls 
and counter work, and the use of slate 
in the lobby floor. The bank is located 
in a 200’ x 150’ area, providing ample 
drive-through and parking space. 

A similar modern contemporary de- 
sign was employed in the new drive-in 
branch of The Wayne Oakland Bank, 
Royal Oak, Michigan. The building is of 
masonry fireproof construction, empha- 
sizing simple lines and the use of stand- 
ard materials, which provides a minimum 
of maintenance. Three drive-in windows 
are in use and four more can be added 
quickly. Other features include a roof 
extension for protection in bad weather, 
employee lounge facilities, snow-meltinz 
equipment in the sidewalk, and provi- 
sions for additional safe deposit and 
storage space as the community grows. 

Colonial design. The colonial stylinz 
in the new drive-in branch of the State- 
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The First National Bank of Chicago 


Statement of Condition September 30, 1953 


Cash and Due from Banks ; 
United States Government Obligations . 
Other Bonds and Securities . ‘ ‘ 


Loans and Discounts 


Real Estate (Bank Buildings and Adjacent Property) 


ASSETS 


Federal Reserve Bank Stock 
Customers’ Liability Account of Acceptances 


Interest Earned, not Collected 


Other Assets . ° 


Capital Stock . . 
Surplus 


Other Undivided Profits ; 


LIABILITIES 


Discount Collected, but not Rerned ; ° 
Dividends Declared, but Unpaid A - ° 


Reserve for Taxes, etc. 


Bills Payable 


Liability Account of Acceptances 


Time Deposits . ° 
Demand Deposits 


Deposits of Public Funds 


° - $ 505,798,356.51 
° ° 1,759, 496,912.19 
195,215,178.29 2,460,510, 446.99 


- $ 621,031,971.61 
. 754, 160, 523.83 
° 142, 213, 261.25 
- 1,189,544,002.87 





. 1,928, 349.77 
‘ 5, 550,000.00 
, 2,677,874.28 
‘ 7,646, 410.31 
, 993,579.89 

$2, 725, 745,973.81 
, 90,000, 000.00 
. 95,000, 000.00 
: 7,129, 794.96 
; 2,649, 009.76 
° 1,800, 000.00 
: 30,316, 588.99 
; 35, 500,000.00 


2,753, 103.79 





Liabilities other than those above stated 


87,029.32 
$2, 725, 745,973.81 





United States Government obligations carried at $261,492,717.25 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


EpwarpD FE. BROwN 
Chairman of the Board 


J. D. FarRInGTon 
President, Chicago, 
Rock Island and Pacific 
Railroad Company 


James B. ForGAN 
Vice-Chairman of the 
Board 


WaL.Lrer M. HEYMANN 
Vice-President 


Henry P. IsHam 
President, Clearing In- 
dustrial District, Inc. 


James S. KNOWLSON 
Chairman of the Board 
and President, 
Stewart-Warner Corp. 


Homer J. LivincsTon 
President 


Board of Directors 


HucGuston M. McBain 
Chairman of the Board, 
Marshall Field & 
Company 


BentLtey G. McCiLoup 
Banker 


Harry C. Murpuy 
President, Chicago, 
Burlington & Quincy 
Railroad Company 


Louis B. NEUMILLER 


President, 
Caterpillar Tractor Co. 


James F. Oares, Jr. 
Chairman, 
The Peoples Gas Light 
and Coke Co. 


CiareENCcE B. RANDALL 
Chairman, 
Inland Steel Company 


GILBERT H. SCRIBNER 
Winston & Company 


R. Douc as StruaRT 
Director, 
Quaker Oats Company 


Louis WaRE 
President, 
International Minerals 


& Chemical Corp. 


C. J. WHIPPLE 
Chairman of the Board, 
Hibbard, Spencer, 
Bartlett & Co. 


Joun P. WiLson 
Wilson & Mcllvaine 


Rosert E. WILsoNn 
Chairman of the Board, 
Standard Oil Company 
(Indiana) 


RosertT E. Woop 
Chairman of the Board, 
Sears, Roebuck and Co. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The First National Bank 


of Chicago 


At your service —at the nation’s trade center 
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Features interior-exterior brick walls 
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STATE ~PLANTE 
CUSTOmER’s 


RS BANK « 
PARKING 


The Muskegon (Michigan) Bank 











The Wayne Oakland Bank, Royal Oak, Mich. 


Simple, modern lines are emphasized 














State-Planters Bank & Trust Co., Richmond 


A design that is picturesquely effective 





The Commerce Trust, Kansas City, Mo. 


Drive-in adjoins main bank 


Planters Bank and Trust Company, 
Richmond, Virginia, is given added ap- 
peal by the use of white cupolas, a 
colonial-type sign, and evergreen bor- 
ders. This branch was also built to pro- 
vide for expansion of teller facilities 
without structural change. 

Corner arrangement. One front corner 
of the first floor of the Stephenville 
(Texas) State Bank was designed to 
serve as a drive-in section. The cus- 
tomers approach the drive-in teller’s 
window from a side street and emerge 
onto a main street. The second floor of 
the new building serves as a canopy for 
the customer and his car. A number of 
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Practical corner design for the auto 


The Stephenville (Texas) State Bank 


age 











Seattle-First National Bank, Seattle, Wash. 


Tri-level parking is featured at this modern drive-in 


other improvements were made in the 
modernization, including kitchen and 
lounge facilities, and piped-in music. 
“Drive-into” auto bank. The Commerce 
Trust Company of Kansas City, Missouri, 
has in operation a drive-in unit that is 
located entirely within a structure ad- 
joining the main commerce building. 
Customers drive into the building and 
then have the choice of driving up to 
the auto branch, or of parking and walk- 
ing up to the unit or into the main bank 
lobby. Increased numbers of customers 
have used the drive-into branch in traffic- 
congested Kansas City in recent months. 
The auto bank was designed and con- 


structed by the Diebold Company. 

Dual solution. A combination parking 
and drive-in branch bank was recently 
opened by the Seattle-First National 
Bank, Seattle, Washington. It is located 
a half-block from the bank’s main office 
and provides 25,600 square feet of park- 
ing space for customers of both the 
branch and main office. The new auto 
branch includes a drive-in window, and 
two walk-up windows. Two floors above 
and one below the branch office are used 
for parking. The location is marked by 
a 17’ neon sign showing the bank’s 
seal and flashing the time and tempera- 
ture every five seconds. 
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To Bankers 


AWRENC 


ON FIELD WAREHOUSE 


RECEIPTS 


is like 


INTEGRITY. The integrity of the Lawrence 
Warehouse Company, expressed for forty 
years in concientious service, has won the 
confidence of bank loan officers throughout 
the United States, Canada and Mexico. 


SECURITY. Sound, experienced Lawrence 
operation is backed up by legal liability and 
fidelity bonds totaling $1,000,000 at each of 
our more than 2500 field warehouse locations. 


CERTIFIED on cuecks 


see, aM We RE 


i a i AR AE I 


A Guarantee of INTEGRITY, SECURITY and FACILITY 


This unique bond coverage provides the most 
comprehensive security available to banks 
and other receipt holders today. 


FACILITY. Especially popular with banks is 
the exclusive Lawrence-IBM Commodity 
Collateral Report for loan officers. This mod- 
ern, electronic record not only cuts the cost 
of servicing commodity loans—it also keeps 
the banker continuously up to date on in- 
ventory values. 























| AWRENCE WAREHOUSE (COMPANY 








NATIONWIDE FIELD WAREHOUSING 








37 Drumm Street, San Francisco, California 


100 N. La Salle St., Chicago 2, Ill. 


79 Wall Street, New York 5,N.Y. 


OFFICES IN PRINCIPAL CITIES 
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NEW 
BUSINESS 


At every opportunity we urge busi- 
ness friends throughout the 

country to utilize the 
services of our 
Correspondent 
Banks. 








Mh 
Public National 


BANK AND TRUST 
COMPANY of New York 
Main Office sroad Street 
New York 15. N Y. 
























LOOKING, 

OSCAR us YOU 
‘AN'T SEE MY 
PAYCHECK 

27, THROUGH THIS 





PAYCHECK “OUTLOOK” 
ENVELOPES 


Eliminate Time and Expense of 
Addressing, also chances for Errors 


Paycheck "Outlook" Envelopes are ab- 
solutely opaque; essential when wages 
are paid by check. 
Nothing shows but the 
employee's name. This 
improves personnel re- 
lations. 


Send for Samples 
and Prices Today 
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“Home Grown’? Bank-Farm Representative 
By Robert P. Steptoe 


Public Relations Director, Kentucky Bankers Association 











“Young men thoroughly trained in 
agriculture are leaving our colleges every 
year. They are excellent prospects for 
banks seeking agricultural representa- 
tives, except for one thing. They lack a 
banking background. 

“The problem boils down to this: is 
there any way for selected young men, 
studying agriculture, to learn the prac- 
tical side of banking by working in a 
bank while still attending college?” 

The speaker was Professor Lawrence 
Bradford, of the University of Ken- 
tucky, who had been called on to speak 
before a bank agricultural conference 
last Spring. 

Seizes idea. In the audience was Lloyd 
Pollard, cashier of the Shelby County 
Bank and Trust Company, Shelbyville, 
Kentucky. As he listened to the profes- 
sor talk, he was thinking of the long- 
felt need for a bank agricultural man 
in his own area. Situated halfway be- 
tween Louisville and Lexington, Mr. 
Pollard’s bank had direct access to two 
large markets—dairy products and to- 
bacco. Moreover, in these days of almost 
mass migration from rural to urban 
areas, Shelby county had shown a popu- 
lation stability by recording virtually no 
fluctuation. From 1939 to 1947 farm in- 
come there had increased from 6.5 mil- 
lion dollars to nearly 16 million. Mr. 
Pollard decided to act upon the profes- 
sor’s suggestion. 

Initiate plan. Back home, Mr. Pollard 
outlined his plan to the bank’s president 
and board of directors. They all liked the 
idea of “growing” the bank’s own farm 
representative. President Robert F. Mat- 
thews suggested that the right young 
college man be found at once. 

The candidate, Robert McAllister, was 
located almost immediately. He had 





Learning the ropes 


much to recommend him, beginning with 
a good farm background and family 
reputation. His father had raised a large 
family through an intensive program of 
dairy and tobacco farming. Bob him- 
self had been a leader in F.F.A. work 
and had won a scholarship as a result 
of growing a highest per-acre yield of 
tobacco. He was completing his first year 
at the college and commerce at the Uni- 
versity of Kentucky. 

Mr. Pollard sounded out young McAI- 
lister. The idea was to switch some of 
his subjects to make a combination com- 
merce-agriculture course. In the mean- 
time he would start getting a basic 
knowledge of banking by working in 
the bank during the summer. 

Revise curricula. Bob McAllister quick- 
ly recognized the merit of the plan. He 
was taken to see Professor Bradford and 
Dr. Aubrey Brown, head of the depart- 
ment of agricultural economics at the 
University. Together they planned the 
switch over from commerce to agri- 
culture. However, Professor Bradford 
said that the change would never be 100 
per cent complete because many of the 


Discussing a specially designed bank-farm college program 


From left: President R. F. Matthews, Asst. Cashier G. Lane, Robert McAllister, the 
student, and Cashier L. Pollard, Shelby County Bank and Trust Co., 
Shelbyville, Kentucky 
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courses would still be under commerce 
instructors. But in three years Bob’s 
degree would be in agricultural eco- 
nomics. The net result was a fusion 
of two college curricula, and the spe- 
cially devised courses took on the nature 
of a “‘test case.” 

To relieve Bob of part of his financial 
burden, the bank set up a $250 annual 
scholarship for him. It provides suffi- 
cient funds for tuition, books. and sup- 
plies. Added to his bank earnings, the 
scholarship will approximately see him 
through the course. In the next three 
years he will pursue a diversified but 
still related series of subjects, including 
land appraisal, money and banking, pub- 
lic speaking, farm management, agri- 
cultural marketing, soil conservation 
and farm accounting. The plan is to be 
kept as flexible as possible so that 
minor adjustments may be made as they 
seem indicated. The college staff and the 
bank will meet regularly to discuss the 
curricula and progress. 

Goes to work. “In the meantime,” Mr. 
Pollard explains, “‘we are giving young 
Bob the works in bank operations. Not 
being a large bank, everyone gets a 
chance to help everyone else. For in- 
stance this summer Bob had his turn at 
running checks, running errands, and 
running the broom. By the time he 
finishes college he will pretty well know 
all the ropes. And at that time we will 
have a well-trained, home-grown agri- 
cultural representative.” 

This summer Bob worked on a weekly 
salary basis. Now back in school, he is 
paid on a daily rate for week-end or 
semester-vacation days he works. 

Reasonable investment. What about the 
overall cost? “As I see it,” Mr. Pollard 
says, “‘a bank would spend upwards of 
$2,000 just getting an agricultural rep- 
resentative started. Even though the 
financial arrangements of our plan are 
secondary, I believe we will have a cash 
outlay of much less than $2,000. Bob’s 
wages as an employee will be more than 
earned in his role as a needed extra 
hand in our bank.” 
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2-Hour Bank Film 


A new, 2-hour color film describing all 
phases of that bank’s operation has been 
prepared by the Industrial Trust Com- 
pany of Providence, Rhode Island. The 
film will be used in better acquainting 
both the public and the bank’s own per- 
sonnel with the overall activities of a 
large, modern bank. 

Entitled, “Industrial Trust Company 
Serves,” the film details the work of 
he bank’s administrative staff and the 
processing of installment loans, farm 
loans, real estate mortgages, and sav- 
ngs and checking accounts. It also de- 
scribes many other bank services. 

The narration in the film is all done 

Industrial Trust officers, in most 
cases the department heads featured in 
the film. In addition to the bank scenes, 
there are many “on-the-spot” shots 
sowing activities of local interest such 
és underwater pipeline construction, 
v00l processing, and workmen handling 
» olten steel. 
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t Nova Scotia ,/ 
' Building, + 
'Toronto, // 
,Canada ’ 


and here is the international bank 
to help you 
and your customers 


\HE fastest growing nation in the 
world offers rich rewards to those 
whoseek them. Whether your clients are 
interested in mining, oil, gas, manu- 
facture or trade, The Bank of Nova 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 
the West Indies, and with correspon- 
dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 
tion and expert guidance on your 


banking and financial problems. 









| The BANKet | 
\ NOVA SCOTIA 






@ A Pariner in Canada’s 
Growth 


General Offices: 44 King St. West, Toronto 
New York Office: 37 Wall St. 

London Office: 108 Old Broad St. 

In Jamaica: Kingston and 16 other branches. 


In Cuba: Havana and 6 other branches. 

In Puerto Rico: San Juan, Fajardo and Santurce, 
In Dominican Republic: Ciudad Trujillo. 

And correspondents all over the world. 


— 412, SOY ON RGR Bice nage 















lost motion 


on your cash 
or collection items 


Whether it’s noon or nine—or any 
other time by your clock or ours, any day 
of the week—you can know that your 
cash items are getting first-class attention 


at the Continental Illinois Bank. 


And as for collection items: You simply 
send- them to us with your cash . 
| _items<and we do the rést. 
‘ " That’ s_all there’ Sto it. a 


Continental Illinois National Bank 
and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 


28 Burroughs Clearing House 
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Assistant Trust Officer McFarland tells how to spot trust prospects, in panel on officer calls 


FORMULA FOR PROFITABLE WEEK-END 





BRALDUSTEN CONFERENGH 


How this unique annual meeting generates new ideas. 
stimulates leadership. and develops ‘“‘team”’ spirit 


NE week-end this fall, a large 
Q share of the upper level person- 
nel at Lincoln Rochester Trust 
Company in New York State took off 
for a secluded resort hide-out, for 
an unusual management get-together 
to review without interruptions the 
past year’s activities, swap ideas, get 
some “loads off individual chests,” and 
plan for the intensely competitive 
Period ahead. 
Very aptly, the meeting—the sixth 
annual management gathering of this 
kine to be held by the bank—is called 


Lema 





COVER PICTURE 


Typi-al session at brainduster conference 
for \.ineoln Rochester Trust Company’s 
upper-level personnel 
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GLEN CHRISTMAN 
Editorial Staff, 


Burroughs Clearing House 


a Brainduster Conference. The idea 
has been copied by several local in- 
dustrial firms, and has such wide 
possibilities for financial institutions 
that it is here described in detail. 

As in past years, the 1953 meeting 
was held at the Thousand Islands Club, 
which is located on Wellesley Island in 
the St. Lawrence River, some 160 
miles from the bank’s headquarters in 
Rochester. It consisted of four ses- 
sions, one held Friday evening, two 
Saturday and one Sunday morning. It 
was attended by 65 senior and junior 
officers, including department heads 


and branch managers. 

“Over the past six years, these con- 
ferences have become an institution in 
the bank,” says President Ray Ball. 
“As policy-review and idea meetings 
they have played an important part in 
the conduct of the bank’s affairs. They 
have had a direct effect upon the 
formation and execution of bank 
policy, they have encouraged the gen- 
eration of new ideas, have opened new 
lines of communication and have stim- 
ulated leadership. At least equally im- 
portant, they have helped to develop 
a genuine family spirit throughout the 
whole organization. 

“Behind the conference was a period 
of rapid growth in the bank,” Presi- 
dent Ball explains. “As operations ex- 
panded beyond the main doors, it be- 
came increasingly apparent that some 
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further effort, apart from the usual 
lines of communication, could -well be 
employed to aid in consolidating gains 
and maintaining a close-knit organiza- 
tion. Procedure manuals and direc- 
tives, the telephone, supervisory con- 
tact, correspondence, all were playing 
their proper roles. But it seemed to 
us that something more was needed. 

“The ‘brainduster’ name came to us 
from an expression used by Dr. Rush 
Rhees, a president of the University 
of Rochester. Whenever he took leave 
of the university for his summer vaca- 
tion he called it ‘going away for my 
annual braindusting.’ Free of the daily 
routines and interruptions, he said he 
could concentrate on the underlying 
basic aspects of his work. Why not, we 
asked, a ‘brainduster conference’ for 
the department heads and principal 
officers of our bank, and for the same 
purpose that Dr. Rhees had _ sug- 
gested?” 


HE bank’s first conference was 

held in the fall of 1948, and it has 
held one every year, since. They are 
always held in the fall, when the tour- 
ist season is over. 

In a way, the meetings are self- 
perpetuating, since plans for the next 
begin immediately after each one is 
concluded. Management learned early 
that the meetings can be no better 
than the planning that goes into them. 
Thus the process of selecting subjects 
to be discussed, the development of 
the program and the preparation of 
the talks is going forward for many 
months. 

Last fall the first steps were taken 
for the 1953 conference just held. This 
was under the direction of a planning 
group composed of President Ball, 
Executive Vice-President John Rem- 
ington, and Vice-President Swayne 








From left: Swayne Goodenough, John Remington, Ray Ball 


This planning group shaped and directed the program menu 


Goodenough. First, they examined the 
record of the 1952 conference. Then, 
using the highlights of that meeting, 
they addressed a letter to all of those 
who had participated asking their sug- 
gestions for conference themes and 
ideas for 1953. 

“The suggestions submitted were 
held in consideration until early last 
spring.” notes Mr. Remington. “At 
that time, in the light of current de- 
velopments in banking in general and 
in the light of our own problems, we 
wrote a further letter inviting further 
suggestions. In the meantime, the 1953 
meeting was discussed from time to 
time at the weekly meetings of the 
bank’s management committee which 
is composed of our top 15 officers. 

“By May the program was begin- 
ning to shape up with suggestions for 
talks on business promotion built 
around such topics as local competi- 


tion, officers’ calls, trust solicitation, 
and advertising; on operations, cen- 
tering around the new comptroller’s 
department, safe deposit procedures, 
personnel recruiting, and accounting 
developments; on credit, featuring 
consumer loans, dealer relationships, 
and some types of borrowers that 
create headaches; with a concluding 
summary of the business outlook for 
the coming year.” 

These subjects were assigned to the 
men covering the activities in question, 
with dates set for the first drafts of 
their talks to be ready, with exact time 
allotted to them, and the day and hour 
given that they would appear on the 
program. This was to assure a smooth, 
fast-moving meeting. 

The planning also included a dead- 
line for revising and bringing the 
talks up to date. This was to enable 
the planning group to have the talks 


Conference binders are distributed to participants, serve as reference guides 
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Scene of conference: Thousand Islands Club on island in St. Lawrence River, 160 miles from Rochester 


A secluded locale away from the bank was selected to avoid distractions 


mimeographed and placed in looseleaf 
binders ready for distribution with 
the programs at the first session of 
the conference. The bank prepared a 
total of 100 volumes for this year’s 
meeting, each consisting of 228 pages. 
These binders are retained by the 
men and serve as_ reference and 
study material throughout the year. 
Each director of the bank also receives 
one of these volumes. 

In the meantime, a list of the officers 
who were to attend the meeting was 
prepared. Included in the executive list 
this year were some junior officers 
who had not attended previous meet- 
ings and several non-officers whose 
work at their branches had merited 
their attendance. The bank is always 
pleased to see these new men coming 
up and knows that the invitations 
extended to them are morale-builders. 
This year, also, two of the bank’s di- 
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rectors and two members of its legal 
counsel were invited. 

Another group that is likely to be 
invited in larger numbers, since one 
or two have already attended, is the 
advisory boards of directors, made up 
of the business and professional men 
who serve with out-of-town branches. 


HE 1953 brainduster conference 

was held in mid-September. The 
four-hour drive through the rolling 
country of upper New York was a re- 
freshing prologue. A more scenic or 
better adapted meeting place than the 
Thousand Islands Club would be diffi- 
cult to find. The club is a beautful, com- 
pletely staffed and equipped resort in 
the thousand islands area. The cen- 
ference participants were assigned 
rooms in either the main club house 
or in nearby, comfortably appointed 
cabins. The bill for lodging, meals and 
gratuities for the two nights and two 
days were paid by the bank. The first 
event to take place after arrival was 
the only social event, a cocktail hour 
before dinner. At the initial confer- 
ence in 1948 the officers were given 
time for golf and other recreations. 
So stimulating, however, were the 
business sessions of that first con- 
ference that it was the officers them- 
selves who ruled out social activity at 
subsequent conferences. 

The best way to describe the pro- 
gram is to give the reader a quick 
look at the topics discussed. In each 
case, the covering of a topic began 
with the prepared paper. This was 
followed by a questions-and-answers 
period that not only provided an op- 
portunity for clarification of the sub- 
ject but that also brought out many 
new ideas and further suggestions. In 
fact, the new ideas and the new think- 
ing coming from these discussions 
have proved exceedingly helpful. In 
some instances, too, the exchanging of 


views has enabled management to clear 
up misunderstandings. 

At the first session, Friday evening, 
President Ball opened the conference 
with his paper, which might be de- 
scribed as a “State of the Nation” 
type of review. It covered numerous 
factors concerned with the growth of 
the bank and the current developments 
that dare receiving the attention of 
management. 

Of particular interest were some of 
the figures President Ball presented 
covering the progress of the bank dur- 
ing the six years that the conferences 
have been held: Income from the in- 
vestment portfolio has fluctuated but 
little since 1947 because of a very short 
term position. Income from regular 
loans has increased from $1,083,000 
in 1947 to an estimated $2,370,000 for 
1953. Income from consumer credit 
has increased from $410,000 to $1,- 
801,000. Income from mortgages from 
$645,000 to $1,380,000. Income from 
service charges from $88,000 to $278,- 
000. Income from special check fees 
from $80,000 to $115,000. Gross in- 
come has increased 70 per cent, while 
expenses increased 64 per cent. Al- 
though net income increased 84 per 
cent, the increase in taxes since 1949 
has practically absorbed the gain in 
net. 


HE interest payable question, ac- 

cording to Mr. Ball, is a vexing one. 
(He believes that, up to date, the 
bank’s maintenance of a 1 per cent 
rate on thrift accounts has been 
justified.) In the light of this, a major 
objective of the bank must be to in- 
crease its demand deposits. 

The greatest possibility of decreas- 
ing expenses was said to be that of 
reducing operating costs. “We must 
challenge, increasingly, our methods 
of operation,” Mr. Ball declared. 

See BRAINDUSTER CONFERENCE—Page 77 
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There’s broad significance in the Commodity 
Credit Corporation’s offering of 
“eertificates of interest*° 


Mhat the (0.0. WAN PLAN 
Means to Banking 


By 
ED TYNG 


New York Correspondent 


HE nation’s banks last month hur- 
riedly lined up in support of a 
plan to transfer to the banking 
system a portion of the Government’s 
crop support loans and to take over the 
burden of financing such portion of 
loans on new crops as may fall upon 
_ the Government’s lending facilities. 
First offering of “certificates of in- 
terest” in Commodity Credit Corpora- 
tion outstanding crop loans was made 
toward the end of last month through 
the Federal Reserve banks. The offer- 
ing totaled $360,000,000 and it was 
fully taken. It is understood that one 
and possibly two more C.C.C. offerings 
will be made before the year end. 
Eventually this crop loan-sharing— 
the certificates already have been 
dubbed “call loans to the Government” 
by metropolitan bankers—may consid- 
erably change the general banking 
lending outlook. For the availability of 
this reservoir of loans already made 
and to be made by the Government on 
farm paper secured by commodities 
will provide some cushion against any 
deterioration in demand for bank 
credit and will contribute toward stab- 
ilizing lending rates at present levels. 
Also, it has significance for the 
United States Treasury; George M. 
Humphrey, Secretary of the Treasury, 
said recently in New York it was “very 
important.” For it means that by the 
sale of these loans, under a demand 
repurchase commitment, the Treasury 
not only will get back money that an 
agency already has lent, thereby wid- 
ening the margin of its borrowing 
capacity under the existing $275 bil- 
lion debt limit, but also will be relieved 
of the necessity for putting up another 
billion or two under crops yet to be 
‘marketed. The Commodity Credit Cor- 
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poration apparently has calculated this 
prospective lending need for this fiscal 
year at some $1.5 billion. Some bank- 
ers have assumed that this calculation 
must have allowed for some loan 
resales because, based upon crop price 
trends and crop volume, the credit 
likely to be used should be larger. 

It is impossible to estimate the vol- 
ume of crop loan notes that banks will 
be asked to make and how much they 
will retain in their portfolios. Deputy 
Secretary of the Treasury W. Ran- 
dolph Burgess has pointed out that 
nobody can even remotely guess the 
future interplay of the erratic com- 
modity market price situation with the 
fluctuations of the money market. 

As A.B.A. President Reese stated in 
his broadside letter to bankers, there 
is a borrowing potential of $21, billion 
in the C.C.C. program. A severe price 
drop might consume all of it, and this 
event would precipitate a public debt 
crisis. The aim of A.B.A. is to inspire 
the banks to obviate such a crisis by 








C.C.C.’s Loan Portfolio 


The Commodity Credit Corpora- 
tion on July 31 had an investment 
in commodities and in crop loans 
totaling $3,549,443,000. Loans ac- 
counted for $1,176,000,000, includ- 
ing $261,277,000 held by lending 
agencies (chiefly banks) and $915,- 
373,000 held by the C.C.C. The 
total . loans of approximately 
$1,176,000,000 were classified as 
follows: 


Commodity Amount Lent 
rr $ 467,266,959 
ae 280,495,443 
Tobacco ..... 218,481,490 
re 151,155,968 
ne 59,249,752 








$1,176,649,612 


— 








The figures are substantial 


doing their utmost to absorb as much 
as possible of the crop-loan financing 
during this critical fiscal year, in the 
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To enlist private bank credit to the maximum extent, 
the Commodity Credit corporation has established a na- 
tionwide pool of its outstanding loans on agricultural 
commodities other than cotton, and is offering “certificates 
of interest” in this pool bearing 21/2 per cent interest. The 
certificates are unconditional obligations of the C.C.C., 
redeemable at any time and freely negotiable. 


All along, of course, originating banks have been at 
liberty to hold the crop producers’ notes as long as they 
desired. At maturity, if the farmer elects to surrender 
title to the collateral (his crop), the bank collects from 
the C.C.C. as co-maker. And the bank is privileged to 
present the note to C.C.C. at any time prior to maturity, 
by merely exchanging it at par at the district Federal 
Reserve Bank. 


Under the new plan, instead of immediately clearing 
the unmatured notes by debit against the C.C.C., they will 
be assembled in a pool financed and held by the Federal 
Reserve Bank of Chicago. (Cotton loans continue to be 


Background of the Participation Program 








cleared through the Federal Reserve Banks in the South.) 
By this means, it is Federal Reserve credit rather than 
Government credit that underlies the paper prior to 
maturity. 


Meanwhile, the Federal Reserve Bank undertakes to 
diminish the volume of Federal Reserve credit committed 
to the program by selling to banks the certificates of 
interest. It is expected that the larger banks will find them 
of greatest appeal. 


An alternative, as seen by the Federal authorities, is to 
encourage the originating banks to hold the original paper 
as long as possible. It was to attain this desirable end that 
the Treasury and the Agriculture Departments recently 
agreed to give the originating and servicing bank a 3 per 
cent share of the 4 per cent paid by the producer, cutting 
by one-third the portion formerly claimed by the C.C.C. 
as fee for underwriting the loan. In the case of cotton, 
banks will receive 21/2 per cent, plus a fee of 8 cents per 
bale to cover costs. 











Another step in the plan to transfer Government credit operations to private banking 


hope that the Federal budget may 
achieve a healthier condition in fiscal 
1955. 

Incidentally, bank support was mar- 
shalled for the crop loan plan so 
rapidly that the Treasury was able to 
get some new money within thirty 
days after the first details of the 
scheme were explained to the banks 
and at a time when it was borrowing 
in the market place the only substan- 
tial amount left for it to raise under 
the debt limit. So, if the debt limit is 
not raised in the next few weeks, the 
banks may take credit for making 
postponement possible. 

Individual credit for the fast action 


rests in large measure on the follow-. 


ing: George S. Eccles, president of the 
First Security Bank of Utah N.A., 
and president of the Reserve City 


in UG\C.C.’s $314 billion investment 
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Bankers Association, who did an ini- 
tial and excellent selling job to New 
York banks assembled recently in the 
New York Clearing House; Everett D. 
Reese, president of the American 
Bankers Association and president of 
The Park National Bank, Newark, 
Ohio, who with his aides carried out 
the task of acquainting other banks of 
the country with the details; and E. F. 
Bartelt, fiscal assistant secretary of 
the Treasury, who handled most of the 
details from the Government side. 

Federal and many State banking 
supervisory authorities were quick to 
rule that the C.C.C.’s commitment to 
redeem any obligations sold to banks 
on demand before maturity (which 
varies according to the commodity on 
which the credit is advanced) was 
tantamount to a Government-guaran- 
teed obligation and therefore was 
exempt from the requirements limiting 
bank loans to a single borrower to 10 
per cent of capital funds. The fact that 
the new certificates of interest are 
readily negotiable among banks and 
eligible for advances by the Reserve 
banks, as well as eligible as collateral 
for Treasury tax and loan accounts, in 
effect make them an additional avenue 
for bank investment and raises the 
interesting point that in time they may 
compete with short term Treasury 
direct obligations, particularly in the 
larger metropolitan banks. 

Whether the new certificates which 
bear 21% per cent will securely under- 
pin the banks’ business lending rates 
at present levels depends upon prospec- 
tive commercial loan liquidation. But 
they might provide a convenient storm 
anchor in the event such liquidation 
comes, as it would with any material 
business recession. 


This anchoring facility may become 
more important than it is now. Busi- 
ness and agricultural loans of the 
country’s banks since June have not 
advanced to the expected extent, partly 
because of lowered price levels, partly 
because of widespread but spotty in- 
ventory liquidation and partly because 
of lessened defense spending by the 
Government. This has caused, particu- 
larly in metropolitan centers, the natu- 
ral worry that the old competitive 
scramble for a shrinking supply of 
good loans, usually ruinous to money 
rate stability, might be in the offing. 

Also, there has been concern over a 
possible liquidation, after the Decem- 
ber 31 expiration of the excess profits 
tax, of bank loans to large business 
concerns which, in effect, overborrowed 
because of the excess profits tax credit 
they might obtain on borrowed money. 
Such “overborrowing” has been esti- 
mated at as much as $1.5 billion, but 
that estimate in conservative quarters 
is considered greatly excessive. 

So, to those who fear such events, 
and also to those who look for some 
downturn in consumer credit too, such 
Government “call loans’”’ as now are 
placed on tap, and prospectively to be 
offered, look attractive as a haven for 
money that might become harder to 
employ. 

If bank loans remain high, Federal 
Reserve policy may be counted upon 
to supply to banks enough reserve 
funds to enable them to take over the 
Government’s lending burdens any- 
way. This would bring some inflation 
of bank. credit, which would be anal- 
ogous to credit inflation by the Gov- 
ernment but, coming at a time when 
expansion forces in the economy have 

See THE C.C.C. LOAN PLAN—Page 88 
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Many time and money saving improvements 
stem from formalized suggestion plans. 


Here are some of the... 





Nide-Rangmg Meas trom 
BANK SUGGESTION SYSTEMS 


By 
DONALD R. HASSELL 


Assistant Secretary, The Hanover Bank, 
New York 15, New York 


OT long ago, a major New York 
City bank received a suggestion 
from one of its employees that 

sent the suggestion committee into 
gales of laughter. 

* “For sanitary reasons,” the sug- 
gestor wrote, “remove the spittoons 
from the bond department.” 

The committeemen were certain that 
cuspidors had been outlawed by the 
bank years’ earlier—hence their 
amusement. But a delegation was dis- 
patched to the bond department to 
make doubly sure. The ferret-out-the- 
spittoons-if-any brigade returned with 
grave countenances. Not only did cus- 
pidors exist in the bond department 
—they were kept well polished and 
were in daily use! 

In due course the suggestor was re- 
warded. The committee felt he had 
contributed to the health of the staff 
and had been especially observant in 
the bargain. 

This was a rare suggestion, to be 
sure, but like so many others it indi- 
cated keen interest on the part of the 
employees to improve the banks in 
which they work. 

Organized on a permanent or tem- 
porary basis, and whether ideas are 
paid for handsomely, modestly, or not 
at all, suggestion systems produce re- 
sults. About one in every eight sug- 
gestions is accepted, although some 
banks which screen ideas before they 
reach the suggestion committees re- 
port acceptances as high as 85 per 
cent. 

Improvements in bank operating 
procedures of course antedate the 
formalized suggestion systems. Sug- 
gestion plans in the banking industry 
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GIFT CHECKS, available in 10 variations, were idea of Manufacturers Trust em- 
ployee. They were offered to correspondents, and 500 banks now use them 


A suggestion system has a place in any well-rounded employe 


are comparatively new, while better 
methods and improved service obvi- 
ously started with the very first bank- 
ing institution. If this were not so, 
there would have been no progress. 

But suggestion systems can take 
substantial credit for stimulating em- 
ployee observation, ingenuity and in- 
vention which result in the flow of 
new ideas which many banks consider 
today. Thus, banks are making greater 
strides in operating efficiency than 
ever before. 

When an employee comes up with 
an idea that will save time, money— 
or both—it. can mean better service 
to customers, increased profits for 
stockholders and _ improved _ staff 
morale. 

Take the case of the Bank of 
America employee who suggested that 
accounting procedure for handling the 
safe deposit key fund be changed from 
a deposit account to a reserve account. 
In one fell swoop his idea: 

1. Eliminated excessive time spent 
by each of the bank’s numerous 
branches in auditing and preparing 
separate entries for this account. 


2. Made available about $80,000 for 
loaning purposes. 

This is the type of suggestion 
management feels is probably the most 
valuable. It saves work, releasing per- 
sonnel for other jobs, and at the same 
time it saves money and helps the bank 
to perform its chief function—putting 
funds to work profitably. 


Yet for years nobody ever thought | 


of it. Suggestion plan stimulation of 
employee thinking, however, produced 
a prize-winning idea. 

Suggestions stem from the desire 
to make work simpler and therefore 
more efficient, to eliminate unneces- 
sary procedures or activities, to im- 
prove public and personnel relations, 
or to contribute to the health and 
safety of everyone concerned. And in 
most cases these changes result in 
savings. 

The majority of suggestions are 
aimed at improving methods. They 
may involve the change of a form or 
letter, a rubber stamp, an improved 
method of posting, a mere word, or 
a change in procedure. Aware that a 
good idea will pay him dividends in 
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HOW IDEAS DEVELOP ... Cartoon (left) hanging in Hanover Bank’s main office, sparked idea for the testimonial (right) to 
be presented to all banks who have been correspondents 50 years or more 
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SIGNATURE CARD TRAY, attached to ledger 


ADVERTISING SLOGAN, Peoples 
tray, speeds Bank of America bookkeepers job 


“PLEASE RETURN THIS BOX” line has 
First National, Pittsburgh 


resulted in substantial stationery savings 


loye . . , , 
mY Felations program, says the writer, as he cites these and other beneficial results to banks 





a cash award, promotion, increased 
salary or other recognition, the em- 
ployee may become an efficiency expert 
unto himself. 

A Northern Trust Company (Chi- 
cago) employee, for example, sug- 
gested that an operating division dis- 
continue daily reproduction of a tax 


in terms of dollars and cents? 

Hence, accepted suggestions fre- 
quently must be re-evaluated upward. 
The idea of a Hanover Bank (New 
York) employee that suitable testi- 
monials be presented to banks who 
have been correspondents fifty years 
or more is a case in point. The sug- 


could fully measure the benefits reaped 
from the suggestion that the voice of 
its own telephone operator be used 
on its radio programs. 

It is not uncommon, of course, for 
banks to receive suggestions that are 
extremely expensive to put into effect. 
They must be thoroughly balanced 
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: Sales card whenever a security was’ gestion committee had no trouble de- against such items as time saved or 
: removed from records. His own metic- ciding that the idea rated a top award. lost, personnel relations, smoothness 
tlous study of the use of these cards But it never realized how warmly the of operation, and safety. 

showed that it would be easier and less testimonials would be received. Some A revolving door at the rear of a 
. expensive to prepare them manually time later, when The Hanover’s out- large metropolitan bank had for years 
; than to accumulate and maintain them  of-town representatives reported back caused congestion as 2,000 employees 
i on an annual basis. Net result: savings that the testimonials were building used it to get in and out of the bank 
i of many man hours and an additional unusual good will and other banks at the start and close of the day. 
‘ Saving of 30,000 to 40,000 tax sales were asking permission to adopt the Eventually, one employee suggested 
d cards a year. idea, the suggestion committee de- that the bank remedy the situation by 
n Suggestion committeemen will tell cided it had under-valued the sugges- providing additional doors. Costs were 
n you that one of their toughest prob- tion and gave an additional award. obtained for the project, but when 

lems is-assessing the value of a sug- The widely-known “Think of Peo- they ran into five figures, the sugges- 
e gestion once it has been accepted. ples First” advertising slogan was the tion committee demurred. Then some- 
y Because good will has never been meas- suggestion of an employee of Peoples one started figuring construction costs 
rr ured successfully, probably the most First National Bank & Trust Company against employee time lost through 
4 difficult ideas to evaluate are those (Pittsburgh). Placing a price tag on lateness in the morning and “early 
or embracing public relations and ad- such an effective advertising slogan go’s” at night. This factor, combined 
" vertising. Everyone is sold on the obviously was difficult. And the Union with safety and employee relations 
in theory that good will is desirable, and New Haven Trust Company (New values, prompted a reversal of the 

but how do you decide what it is worth Haven, Connecticut) probably never See WIDE-RANGING SUGGESTIONS —Page 82 
Ise 
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How highly improved speed, efficiency an« 
control were obtained through a new plan 
with many innovating features 


Mechanizing the Operation 0 
the NOTE DEPARTMENT 


By CHARLES N. BATCHELDER 


Executive Vice-President, The Dartmouth National Bank of Hanover, 


HEN we decided a couple of 

years ago that we were overdue 

to modernize and mechanize the 
operations of our note department, we 
could find very little that seemed 
worth copying or adapting from banks 
and from other sources. 

In principle it is inappropriate to 
handle notes less efficiently and with 
less effective controls than prevail in 
other operations. Notes are the most 
vital pieces of paper we have in our 
bank, both in dollar value and as a 
source of income. Yet we were writing 
them on forms of assorted.sizes and 
shapes, making them up with ink and 
pencil, keeping track of their identity 
according to the maker’s name as it 
might or might not be decipherable 
from his signature. Our liability 
ledger was mechanized, a step in the 
right direction, but its proof did not 
interlock with machine records of the 
transactions it carried. 


“Notes are the most vital pieces 





Hanover, New Hampshire 


We feel that it is fully as important 
to maintain a precise record of each 
borrower’s and endorser’s liability to 
the bank as to keep the equally accu- 
‘ate track of his checking deposits 
and withdrawals which every bank 
maintains as a matter of course. Ac- 
tually it is much easier to keep an 
accurate record of his borrowings 
than of his checking account, and so 
there seems no acceptable excuse for 
not doing so. 

Our decision to revamp these opera- 
tions was not casually arrived at. It 
developed rather naturally from two 
facts. One of these was really the basic 
cause of the note department overhaul, 
the other incident that set off the 
chain of events. 


of paper we have in our bank’ 


At right: Redesigned note forms, first step in operation change. 
Mr. Batchelder, who supervised program, is shown below 
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a3 Prior Number This Number Do: Date 
1: weeeb A Vhecceene May 2. 19 
3 : Print Name & Address of Maker Z 
5° Bill Jones, 6 Eim St., Hanover, New Hampshire ee 
. Name of Comater, Endurser er bret Jesctiption of Cottateral 3g 
*€ Sam Smith, 4 Birth St., Hanover, New Hampshire 
TIME NOTE 
‘ 
Amt. at Note Dace of Now 
3100. 00 Hanover, N. H.Jae- 2) 
. 
‘ 120 days PPM ic after date, for value received, I pruinse © 
te the order of 
The 
DARTMOUTH NATIONAL BANK 
. of Hanover 
‘ Hanover, New Hampshire at said bank 
. 
ee 
= ‘ = Meare. Toe Ak 
together with all costs of collection, including atterncys’ fees, in case payment © ~* mal 
maturity. 


All parties, whether maker, endorser or otherwise, hereby waive demand, notige ar 
assent to any extension or postponement of the time of payment or other indulgen: 
substitution, exchange or release of collatesal granted or permitted by the holder. 
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This Amt. eis Bolonce \" This «Amt. v 2 Baten: ’ 
; : : j n Interest M Lean | nd Interest 
Date | shen Baleco oat | Payment nn |" of Loon Payment Date Note Number af Mote + | Payment ~ | ot Loon Payment 
axe 
, Seti eeeeteseneee | (OX WEEE cexex 
Jan 253 2,001 | 100.00 | | 100.00} 2.00 pole tate | See eee 
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ind | H | | | 
| | | | 
cw oh 
This machine printed record is an exact copy of entries made on the note described here by This machine printed record js an exact copy of entries made on the note described here by 
number only. It is your receipt for loan and interest payments number only. It is your teceipt for loan and interest payments. 
Checks are, of course, credited subject to final payment Checks are, of course, credited subject to final payment. 
The record of futare payments can also be made on this card or the bank will provide a The record of future payments can alse be made on this card or the hank will provide a 
new card. ee . new card. 
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New loan posted on ledger side of note form 


THE Daatuourn NATIONAL BANK or Hato, New Hoare 





























Payment posting, with machine-printed receipt 


A machine-printed record is now made of all note transactions in the bank 


Our basic reason for going to work 
seriously on this problem was that 
every other operation in our bank had 
long since been converted to the effi- 
cient handling and automatic proof of 
transactions which are inherent in 
mechanization. We told about the 
progress we had made in mechaniza- 
tion in Burroughs Clearing House 
about five years ago. (“Overhauling 
Bank Forms and Procedures,” by 
Charles N. Batchelder, issue of July 
1948, page 24.) 

But the spark that set off the fuse 
was almost an accident. One day I 
happened to read one of our more 
elaborate note forms, incidentally find- 
ing it necessary to use a magnifying 
glass to see the fine print. This experi- 
ence left me wondering just what the 
wording meant and why in the world 
we could not simplify it so that both 
we and our borrowers could read and 
understand it. This incident started 
me looking critically at the entire note 
operation. It was fully up to the note 
cepartment standards of all banks 
with which I was familiar. But it fell 
far short of the other operations in 
our bank. There seemed good reason 
to suspect that almost everything 
about it could be improved. Viewed 
dispassionately, our note department 
was nothing to be proud of. 
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We decided to start our reform pro- 
gram with the notes themselves. After 
all, there are only three basic types of 
notes in most banks, with two sub- 
types for each. The six classifications 
are: 1. Demand, unsecured. 2. De- 
mand, collateralized. 3. Time, un- 
secured. 4. Time, collateralized. 5. 
Instalment, regular payments. 6. In- 
stalment, irregular payments. 

We wrote to our friends in city and 
country banks requesting sets of their 
notes. Most of these forms when re- 
ceived proved no better than our own. 
Most of them called for using the mag- 
nifying glass on the fine print. Their 
wording was in general legalistic and 
archaic—needlessly so, we felt sure. 
Eventually we selected the ones that 
seemed best for each class of loan and 
showed these proudly to a friendly 
customer who teaches college English. 
He asked presently what languages 
these were supposedly written in, ex- 
plaining that his doubt was caused by 
the fact they did not make sense in 
English. He proceeded to prove his 
point by reading selections from them 
aloud. So he and I hunted out some 
specimens of more straightforward 
wording in the file of samples, and we 
formally adopted these. 

Our ultimate goal was to mechanize 
the posting of principal and interest 


which usually is handwritten on the 
note itself by the note teller, and to 
tie this in with machine proof of the 
note liability ledger. It therefore was 
advisable to use a note form which 
would fit into a machine. The machine 
posting would ideally be placed on the 
back of the note itself. This means the 
note is printed on the back of a ledger 
card; or, you can say it the other way 
around. 

After a good deal of experimenta- 
tion or preliminary drafting of forms, 
we came to the conclusion that the 
standard ledger size of 6 by 9 inches 
would be best because it fits standard 
machines and filing equipment, and 
gives ample space for the necessary 
entries on the back of the note along 
with space for fill-ins and wording on 
the face. 

We are confirmed users of color 
codes in all mechanized departments, 
and so it was a foregone conclusion 
that we would use different tints of 
paper for the different types of notes. 
The two weights of sulphite ledger 
paper that come in a full range of 
colors from our accustomed sources 
are 28-pound and 32-pound. Of these, 
the 32-pound was easier to handle and 
riffle through in a file tray, and would 
stand up better when used for notes 
that get a good deal of hard wear, such 
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Bill Jones 7 
' 6 Elm St. 
Hanover, N.-H. 


Notice, tickler and journal are prepared as by-product of posting new note on liability ledger 








NOTE LIABILITY LEDGER 


Endorser or Maker if indirect 








Name & Address of Maker 1 
Joe Green 
Cr. Li 2 
27 Walnut Street sy Near g: 3 : 
Hanover, New Hampshire : 4 Led. No.1 
G gece L Mi N 
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Interest Prior | This Amt. of Note _@ Loan P 


Increase -+ 


Decrease — 


Accumulated Balances 








: 1,300 
1,300 








AS MAKER {As ; Endorser 











Payment posting illustrated. New form uses symbols to classify loans, numbers to indicate endorsers 


“The old handwritten note liability ledger is as antique as the Boston ledger” 


as instalment loans. So we settled on 
32-pound stock. 

In the course of improving our sys- 
tems through the years we have devel- 
oped a number of standard practiees, 
some of them original with us and 
some frankly copied from others. 
Those which apply have been used in 
our note system, and are worth ex- 
plaining here. Samples of the note 
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forms are reproduced on pages 36 and 
37. 

It will be noted on page 37 that one 
corner of each form is cut off—in this 
instance the upper right-hand corner 
of the back or ledger side, which is 
also the lower right-hand corner of the 
face or note side. This device assures 
that the form always will be filed right 
side up and ledger side forward in the 


tray. If a note gets placed wrong-side 
to, it instantly is apparent. 

Besides using the color code we 
plainly print on every form exactly 
what it is. The class description cof 
each note is printed at the top just 
above the note proper; likewise at the 
bottom of this side, the phrase ‘“‘Cur- 
rent statement requested” follows 
“Time Note” and “Demand Note” cn 


Burroughs Clearing House 
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Description may be made under entry. 
EYE-CASE GREEN 
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New general ledger and daily statement forms were halved in size, and have novel features 


Note department clerk posts general ledger, prepares daily statement in about 20 minutes 


the uncollateralized types as remind- 
ers to the staff that financial state- 
ments or loan application forms should 
be available and as explanation to 
borrowers that this is our regular 
practice. The corresponding descrip- 
tions on the other classes of notes are 
self-explanatory. 

Third, we use not only the printed 
explanation but also alphabetical sym- 
bols to indicate the sort of information 
required in a blank space. These let- 
ters as used in the note department 
System are: A. Date of Note. B. Bor- 
rower, name or signature. C. Co-maker 
or endorser. D. Term of Note. E. In- 
terest Rate. F. Interest Payment. 
G. Prior Number, if a renewal. 
H. his Number. I. Due Date. J. Bal- 
ance of Loan. K. Amount of Note. 
L. }.oan Payment. M. Accumulated 
Balince, as maker. N. Accumulated 
Balance, as endorser. 

W herever a given unit of informa- 
tion is needed on either the face or 
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the reverse of the note, the code letter 
appears printed along with the de- 
scription. Clerks and tellers working 
with these forms soon memorize the 
letter symbols, which are much more 
easily noticed than the spelled-out 
words. Once they know these, there is 
practically no likelihood of writing a 
due date in place of the date of bor- 
rowing, or of posting a transaction in 
the wrong column. 

One feature worth pointing out is 
that we have left a space at the top of 
each note for the bank’s use. Here 
promptly upon making the loan we 
typewrite the maker’s name by which 
the note is filed and his address; the 
co-maker, endorser or collateral; note 
number; and due date. This avoids for 
us the efforts formerly required to 
decipher the signature and other 
salient facts which previously ap- 
peared only in longhand. 

The same data, plus term and inter- 
est rate, are provided for in a similar 


box at the top of the reverse or ledger 
side. Since the printing on the back of 
the note is up-ended in relation to that 
on the face, the clerk merely copies 
on the back the information that 
is visible on the note face as it is held 
in the typewriter platen during this 
operation. 

While we are examining the note 
forms, we may as well dispose of the 
little row of numbered spaces at the 
bottom of the ledger side of the note. 
These numbers are official Comptrol- 
ler’s classifications by purpose of loan, 
as retail automobile instalment paper, 
other retail instalment paper, and so 
forth. The note teller has the schedule 
available and when entering up the 
other information makes a check mark 
in the appropriate space. Quarterly 
when the Comptroller’s report on this 
schedule falls due, the outstanding bal- 
ances are run up on a transit machine 
and the dollar totals entered on the 

See NOTE DEPARTMENT—Page 85 


39 





Here's where 


Customers “visit” your bank most often 


Impress them with the prestige and protection of 


“THE BEST KNOWN NAME IN PAPER” 


Your customer’s checkbook is often his closest contact 
with your bank for long periods of time. That’s why 
it’s smart public relations to supply him with checks 
that will constantly enhance your bank’s prestige— 
checks on Hammermill Safety. 


Aside from impressing your customer with the fa- 
mous Hammermill surface mark, Hammermill Safety 
provides you with excellent protection against tam- 
pering. Its specially sensitized surface instantly shows 
up the slightest erasure or alteration. And it takes pen 
writing smoothly, without scratching or feathering. 

Take advantage of the double benefit— prestige plus 
protection—offered by Hammermill Safety. Ask your 
printer or bank lithographer to show you samples. 
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It°s a faded old pass book versus 


a Thanksgiving feast 


MR. CLUTCHBILL 
Saves Account Ao. 


By FRED COPELAND 
Illustrated by Chas. Herzog III 


which Madame Bizard handed to 

Director Clutchbill had grown a 
mouse-like fur as though it had run 
out and run back into a hiding place 
for many years. 

“It goes that I have to take the 
money, M’sieu’ Clutchbill.”’ 

Seated beside her in the front office 
of the Ferndale National, the old direc- 
tor scanned the face of his caller. It 
was a sturdy face grown patient with 
work and years, but a rosy sunset re- 
mained on the cheeks. 

“T would like to make one more 
Thanksgiving day for Antoine,” she 
said proudly, but there was hiding in 
it a shadow, for her brown eyes were 
resting on the familiar old pass book. 

Mr. Clutchbill regarded the pass 
book with its faded old blue “No. 1” at 
the top and the joint names, “Pierre 
Bizard and Marie Bizard.” He opened 
it to its single entry of $5 of many 
years ago. It was the first account 
opened when the bank installed its sav- 
ings department. 

“Tt will be nearer $10 now,” praised 
the old director trying to cover the 
hurt in his thoughts. 

“We wanted to make more in it, but 
... but Pierre, there is a long time, he 
is dead. It has been hard since. I cling 
to it all these years to give to my boy, 
Antoine. But now there is Thanksgiv- 
ing come again.” 

“T remember when you and Pierre 
opened this account,” said Mr. Clutch- 
bill lamely, wishing he could hand back 
both a $10 bill and the untouched book. 
But he knew he couldn’t... French 
folk, he had learned, were hurt if you 
forced a gift of money on them. 

“It is that I will get a turkey for 
Antoine again,” nodded Madame 
Bizard. “He will be home from the 
farm where he works. We shall be to- 
gether a whole day.” 

“Eh...er-r’” hesitated the old di- 
rector slowly, “maybe something will 


Tn old grey-covered pass book 
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turn up. It’s ten days to Thanksgiving. 
Why not save the old book a little long- 
er?” Mr. Clutchbill leaned over and 
laid it in Madame Bizard’s lap, but he 
doubted if anything could turn up since 
nothing had for so many years in the 
Bizard home. 

“People say you always have good 
advice, but I don’t see what can come.” 

“Antoine would be proud to have 
the book sometime,” hinted Mr. Clutch- 
bill feeling curiously of his grey 
goatee. “I’d put the book in the old 
hiding place for a few days.” 

“Bien, M’sieu’, if you think so I wait 
a little. It makes pleasure to touch it 
... to see Pierre’s name and mine to- 
gether somewhere yet.” 

The days crept by till six of the ten 
before Thanksgiving were gone. Each 
morning as he awoke from sleep Mr. 
Clutchbill searched his brain for some 
way to lay a turkey in Madame Biz- 
ard’s home, and in a way that would 
insure the safety of the little pass 
book. It was on this last morning, ear- 
lier than usual, that he awoke holding 
his breath. Some rare sound had come 
out of the autumn night. Suddenly it 
came again, now in a thrilling volume 
just above the roof. In an instant he 
was on his feet. 

“Honkers!” he gulped throwing up a 
window and hanging his grey goatee 
and bony face out into the dense valley 
fog. 

He was just in time to see a tandem 
of ghostly forms flap through the 
pumpkin-colored mist above the street 
light beside his little white cottage. 
At a distance he could now hear the 
anxious honking of other brigades of 
the vast flock of Canada geese broken 
up and lured down by the village lights. 

Suddenly the telephone down in the 
living room burst into a sound. Mr. 
Clutchbill screwed his head around to 
the dark interior, listening. Abruptly 

See MR. CLUTCHBILL—Page 87 


“Honkers!” Mr. Clutch- 
bill gulped, hanging his 
bony face out the window 

















If you haven’t been down to an Army-Navy game in Philadelphia, 
chances are you've followed it by television or radio. 

Over the years, the Army-Navy game has become a Philadelphia 
specialty. Another Philadelphia specialty is the kind of 

service we at The Pennsylvania Company offer our large “family” 
of correspondent banks. To list a few advantages: very 

fast securities transactions... one of the biggest credit files 

in the city ...24-hour-a-day clearance of transit items. 

Could this sort of thing help you? If you’re in 

town, drop in and we'll talk about it. 


The Pennsylvania Company 


for Banking and Trusts Founded 1812 


Serving more people more ways than any other Philadelphia bank 


24 offices, Philadelphia and suburbs Member Federal Reserve System - Federal Deposit Insurance Corporation 
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Burroughs Clearing House 











WASHINGTON VIEWPOINT 








Easier Money Rates 

In .mid-October, the average dis- 
count paid by the Treasury Depart- 
ment for 91-day bill money dropped 
to 1.372 per cent. A year previously, 
under the former Administration, the 
bill rate was 34 per cent higher. Also, 
in mid-October the going bid price of 
long-term Victory bonds was climbing 
past 95, only one point short of the 
price which they commanded a year 
ago. 

Yet, phenomenally, the rates of in- 
terest and dividends paid by savings 
banks and savings and loan associa- 
tions continue to push upward, as-if 
oblivious to the reverse trend now be- 
ing set by the biggest borrower of 
them all, the United States Govern- 
ment. One naturally seeks the key to 
the apparent contradiction. 

Dr. W. Randolph Burgess, Deputy 
Secretary of the Treasury, was able 
to tell the American Bankers Asso- 
ciation convention here, in a some- 
what triumphant mood, that Govern- 
ment securities have regained a 
“satisfactory” position in the market. 
At the same time he could allude to 
the restoration of an “honest” dollar. 
It seemed almost but not quite clear 
that the Treasury and the Federal 
Reserve had won their joint endeavor 
to retrieve a sound basic monetary 
national monetary policy while at the 
same time giving the Treasury a sat- 
isfactory bargaining position in the 
money market. 

Also during October, the “Big 
Three” finance companies—General 
Motors Acceptance Corp., C.I.T., and 
Commercial Credit—cut the interest 
rates they pay. The new rates range 
from 21% per cent for notes maturing 
in 30 to 89 days, up to 2% per cent at 
nine months. This represents two 
cuts of one-eighth of one per cent, for 
a total reduction of a quarter of one 
per cent in interest rates over a three- 
week period. 

The National Association of Home 
Suilders, with an ever quick eye to 
detect trends in the supply of mort- 
gage money, has advised its members 
that it sees a more satisfactory supply 
situation ahead, but warns the build- 
ers that “there is nothing to warrant 
the conclusion that money will be 
easy.” And Housing and Home Finance 
Administrator Albert M. Cole cau- 
tioned mortgage finance experts in 
New Orleans that “This does not mean 
that tomorrow you will be able to go 
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By JOHN DONOGHUE 


Washington Correspondent 


out and borrow all the money you will somewhat.” The Federal Reserve Sys- 
need and build all the houses you tem, he said has “let the forces of sup- 


want.” ply and demand ease the market—a 
Dr. Burgess’ own appraisal is that sound course for central banking.” 
the “credit situation has changed and Further expert assistance in man- 


the demand for credit has slackened aging the nation’s finances has been 
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READY, 
WILLING, 
AND 
ABLE 


To handle your correspondent 
needs in the nation’s Capital. 
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Anis Security & TRUST vaiiiailabe 


Daniel W. Bell, President 15th St. & Pennsylvania Ave., N. W, 
Washington, D. C. 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION MEMBER FEDERAL RESERVE SYSTEM 
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Complete Foreign Exchange Banking Facilities 


C AY EST. 1880 
HEAD OFFICE: OTE-MACHI, CHIYODA-KU, 
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TOKYO, JAPAN. 
LONDON BRANCH: 1-4 COPTHALL CHAMBERS, ANGEL COURT, LONDON E. C. 2, ENGLAND 
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Letterhead and 
Envelope 


PAPER 












COSTS 
LESS 


than the 


POSTAGE 


Even if your correspondence is entrusted to the 
highest quality, most impressive paper obtain- 
able, the paper cost of your letterhead and 
envelope is but 3 of the postage. 


You could easily reduce this fraction. You 
could substitute inferior papers, cheapen your 
correspondence. But could you afford to? 


Fortunately, you don't have to take the risk. 
Without appreciably affecting costs, you can 
use L. L. BROWN rag-content papers. They 
will insure permanence in your important 
documents — utmost durability in your records 
— outstanding appearance for your corre- 
spondence. 


Your regular supplier knows L. L. BROWN 
papers thoroughly. He will gladly help you 
select the ones best suited to your particular 


needs. | FREE 


booklet, “How to Get 
Greater Service and 
Value from Your Rec- 
ords and Letters”. It is 
a reliable and help- 
ful guide to selecting 
the right paper for 
each of your needs— 
recording or corre- 
spondence. 


L. L. BROWN 


PAPERS ( 


“SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST” 
Since 1849 
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L. L. Brown Paper Co. 
Adams, Mass. 


Please send me FREE copy of ‘How to Get Greater 
Service and Value from Your Records and Letters” 


Name 
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enlisted in the person of David M. 
Kennedy, vice-president in the bond 
department at Continental Illinois Na- 
tional Bank and Trust Company of 
Chicago, who has become an Assistant 
to the Secretary of the Treasury. 
Prior to joining Continental in 
1946, Mr. Kennedy had served in va- 
rious capacities with the Board of 
Governors of the Federal Reserve Sys- 





A new face in the Treasury 


| tem, including assistant chief for re- 


| search in Government finance. He is 
| a member of the faculty of Central 





States School of Banking at the Uni- 
versity of Wisconsin, and the School 
of Banking of the South at Louisiana 
State University, and is a frequent 
lecturer on the Government securities 
market before other groups. The scene 
above shows Mr. Kennedy (right) 
being sworn in by Deputy Secretary 
Burgess, while Andrew M. Overby 
(center), Assistant Secretary of the 
Treasury, looks on. 
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Savings Rates 


While commercial bank rates were 
passing their peak, the supervisory 
agencies in Washington were coming 
face to face with a new problem—the 
upward surge of rates paid as interest 
or dividends on savings. 

The lifting of the 2% per cent ceil- 
ing on savings deposits by New York 
State banking authorities has shifted 
the problem of regulation almost en- 
tirely into Federal hands, for the Em- 
pire State was one of only three re- 
maining States having restrictions. 
There still remains the 2% per cent 
limitation imposed by the regulations 
of the Federal Deposit Insurance Cor- 
poration on insured banks. 

In Washington, D.C., the problem 
came up locally as well as nationally. 
Local banks have been paying 2 per 
cent on savings deposits for the past 
few years; at mid-October the Na- 
tional Bank of Washington announced 
an increase to 2% per cent. And in 
suburban Silver Spring, Maryland, 
the Bank of Silver Spring offered new 


savings depositors and safe deposit 
box renters the choice of four articles: 
A 12-cup coffee-maker, a football, an 
official Boy Scout knife, or a globe. 

The subject of give-aways as pos- 
sible evasions of the regulation of 
maximum savings interest rates is not 
new at the F.D.I.C. Two years ago a 
large bank offered to give away wallets 
as inducements to open savings ac- 
counts. The Comptroller’s office, the 
Federal Reserve and the F.D.I.C. held 
conferences among themselves to de- 
termine, if possible, how strictly the 
ceilings should be enforced. 

The key to the problem, as then seen 
by the agencies, was the meaning of 
the word “compensation.” Is it com- 
pensation to offer a boy a football in 
return for his transferring his little 
hoard from the piggy bank to the sav- 
ings bank? The agency officials said 
No. 

It would be compensation, however, 
if the bank offers to start off the ac- 
count with an initial credit, or with a 
period of free safe deposit box rental. 
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Title I Amendments 

Arthur J. Frentz, Assistant Federal 
Housing Commissioner for Title I loan 
insurance, is developing an answer to 
the criticism, sometimes heard in 
Washington, that under the present 
rules the conservative lender pays the 
cost and the “loose” lender enjoys the 
benefits of the insurance against loss. 

Now being sought is a formula for 
“self-policing,” a means whereby the 
conservative lender receives some in- 
centive in the form of a rebate while 
the loose lender must pay a penalty. 
Mr. Frentz has described it as an- 
alogous to the $50-deductible automo- 
bile insurance plan. 

The hinge of the plan is not so much 
the financial penalty which a loose 


lender would incur from time to time, | 
as it is the fact that he will have to | 


explain these write-offs to his board 
of directors. The expectation is that 
not many boards of directors will con- 
tinue to have confidence in a Title I 
man whose record of write-offs is con- 
tinuously cropping up for attention. 

So by such a plan, when details are 
worked out, it is intended for the cau- 
tious lender to benefit while the in- 
judicious suffers. 

At the Capitol, mortgage finance 
lawyers indicated that legislative ac- 
tion will probably be needed to put 
the co-insurance plan into effect. How- 
ever, there seemed to be agreement 
that Mr. Frentz will have little trouble 
getting it. 

In another sphere, there is a long- 
range F.H.A. plan to make use of the 
Title I technique to “do something 
about the downtown blight” of many 
cities. Mr. Frentz carefully distin- 
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AND BEAUTY 


fogerher 
EQUIPMENT 


Long recognized as the leader in the design and 

construction of protective equipment for financial institutions, 
Diebold-York can supply every protection need with a unit that will 
harmonize with the most advanced ideas in building design, 


You'll always be proud if it's Diebold-York! 


SERVING BANKERS FOR 95 YEARS 
General Offices and Plants 
CANTON 2, OHIO 


Offices in all principal cities 
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By-Pass 
oe. fo end 


traffic jams! 


Old-fashioned intersections cause 
dangerous highway traffic jams! And, 
in a busy office or plant, using the 
“city” telephone system for both 
inside and outside calls creates costly 
delays, frequently loses’ important 
business! SELECT-O-PHONE gives 
you the fast by-pass around your 
regular telephone system —handles 
all interior communication, automat- 
ically! Keeps switchboards free— 
serves all stations . . . every station 
can call every .other station at a 
flick of a dial. Speeds production 
— saves time, steps, money! 


KELLOGG 


New SELECT-O-PHONE Executive 
Station brings a distinct note of effi- 
ciency to your desk. Carries your 
voice, delivers an answer with true- 
to-life clarity. Handsome walnut or 
mahogany cabinet... easily added 
to any SELECT-O-PHONE system. 


let O-rone 


THE /s/0¢ VOICE OF BUSINESS 


A Division of Inter- 
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and Telegraph Cor- 
_ poration 








SELECT-O-PHONE Division 
paewey| Switchboard and Supply Co., 
Sales Office: 79 West Monroe St., Chicago 3, Ill. 


Please send me complete information on 
Kellogg SELECT-O-PHONE Systems and the 
new Executive Station. 


Dept. 65-K 


Name 





Company 
Address 
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guishes the proposed program from 
slum clearance, which usually amounts 
to a razing. 

By this plan, a bank would be able 
to obtain Title I insurance to cover 
longer terms and greater amounts 
than the 3-year $2,500 loans that a 
home rebuilder can obtain now. 

This plan too, would require Con- 
gressional authorization. 
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Federal Reserve Board 


If President Eisenhower fails to fill 
the existing vacancy on the seven-man 
Board of Governors of the Federal 
Reserve System, by the time Congress 
resumes session, there is afoot a move 
on the part of leading Democrats to 
enter a resolution of mandate telling 
him to do so promptly. 

The House members who are re- 
portedly planning the maneuver in- 
clude those who became signers of 
Representative Patman’s petition re- 
quiring a House vote on legislation 
making mandatory the par support of 
Government securities by Federal 
Reserve open market operations. Their 
legal rationale is based on the lan- 
guage of the Federal Reserve Act, 
which provides that the Board “shall 
be composed of seven members,” etc. 
By omitting to appoint a seventh mem- 
ber, it is held, the President is failing 
to comply with the law. 

It is an open secret in Washington 
that the Administration is not inclined 
to make the appointment. Moreover, 
the seat held by Governor R. M. Evans 
becomes vacant January 31, 1954, and 
there will probably be no haste to fill 
it. It is recalled here that Board Chair- 
man William McChesney Martin testi- 
fied on the public record last year that 
a five-man Board would be preferable 
to one more populous. 

Should there be an inclination by 
the Congressional group to make po- 
litical capital of the short-handed 
Board of Governors situation, Mr. 
Martin would be free to check the 
membership record during the regime 
of Marriner S. Eccles, who made it a 
policy to keep at least one seat vacant. 

The other side of the story, how- 
ever, is that the House Democratic 
group will not be content with increas- 
ing the number of Governors to seven; 
they want nine. Here again they point 
to the language of the law: “In select- 
ing the members of the Board, not 
more than one of whom shall be se- 
lected from any one Federal Reserve 
district, the President shall have due 
regard to a fair representation of the 
financial, agricultural, industrial and 
commercial interests, and geograph- 
ical divisions of the country.” 

What about labor?, they ask. Or, 
why not provide representation for 
consumers—especially since Mr. Mar- 





tin has informed Congress that the 
right to control consumer credit should 
be established as a permanent acces- 
sory in the Board’s financial tool kit. 

Some highly-placed students of the 
Reserve System’s organizational prob- 
lem believe that there is a strong rela- 
tionship between the aims of those 
wishing to reduce the Board’s mem- 
bership and those wishing to increase 
it. The answer, it is explained, lies in 
the composition of the Federal Open 
Market Committee, which directs the 
purchase and sale of. Government 
securities and therefore directly valves 
the availability of bank reserves. 

The Open Market Committee com- 
prises all of the Governors and five 
regional Federal Reserve Bank presi- 
dents. With a seven-man Board, the 
Board can prevail over the five re- 
gional presidents, and the result is in 
effect the imposition of a Washington 
point of view. If there are only five 
members, the regional officials can at 
least hold the central Board to a 
standstill. 

Any move to change the composition 
of the Board permanently would re- 
quire Congressional approval. 


e e e 


Transamerica Case 


At the request of the Federal Re- 
serve Board, the Department of Jus- 
tice has asked the Supreme Court to 
pass on the correctness of the Court 
of Appeals judgment voiding the 
Board’s anti-monopoly verdict against 
Transamerica Corp., the giant Pacific 
Coast investment concern. 

The Government brief argues that 
the Court of Appeals went wrong in 
holding that the Reserve Board failed 
to make out its prima facie case—that 
the Board had shown a tendency to 
monopoly and that is all the Clayton 
Act requires. 

Next move is up to the Supreme 
Court. If three Justices think the ap- 
peal is worth looking into, then cer- 
tiorari is granted and the case set up 
for argument. There is interesting 
speculation as to how the Court will 
react to this new celebrated case, so 
many of the Justices having had a 
hand in it. 

One effect of the high court appeal 
is to dim the prospect of bank holding 
company legislation until the Clayton 
Act matter is finally settled. Chairman 
Capehart of the Senate Banking Com- 
mittee has promised to reopen the 
hearings in January, or very soon 
thereafter; the filing of the appeal 
may make the hearings actually a 
waste of time. Senator Robertson of 
Virginia, author of one of the pending 
bills, has repeatedly pointed to the 
uselessness of trying to resolve the 
issues while Supreme Court action is 
awaited. 
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Already a well-known and highly 
respected hat is in the ring for the 
vice-presidency of the American Bank- 
ers Association next year. 

It belongs to Fred F. Florence, presi- 
dent of The Republic National Bank 





FRED F, FLORENCE 


For A.B.A. vice-presidency 


in Dallas, and the first announcement 
of his candidacy came from the Texas 
Bankers Association, of which he is a 
past president. 

The accompanying “action” picture 
of Mr. Florence is a typical one, for he 
has been a hard-working leader in 
A.B.A. activities, and has spoken at 
many of its meetings. Among his 
varied services, he has for three terms 
headed the Credit Policy Commission 
as chairman, having been recently re- 
appointed to this important post. 

In addition, in his capacity as a bank- 
er, he is recognized as being one of 
the most able and sagacious financial 
leaders in the Southwest. 


& 


New president of The San Francisco 
Bank is Henry Verdelin, senior vice- 
president since April, 1952, who suc- 
ceeds Parker §. Maddux. The latter 
has become chairman of the board, a 
post that has been vacant since the 
leath of Emil T. Kruse in 1947. 

Mr. Maddux, 40 years in banking, 
hed been president of The San Fran- 


lan) 


cisco Bank since 1933. 

‘rior to joining the bank, Mr. Ver- 
dc in was vice-president of the Mutual 
L 


e Insurance Company of New York 
ar.' was in charge of that institution’s 
re.. estate and mortgage program. He 
has also been vice-president of the 
First National Bank of Minneapolis, 


No.ember, 1953 


and was national president of the 
American Institute of Banking in 1936- 
1937. 


& 


W. Roy Meyers was recently elected 
president of the Hamilton National 
Bank, Chattanooga, Tennessee, to suc- 
ceed the late Dawson B. Harris, Sr. 
Mr. Meyers has been with the bank for 
more than 30 years and active in all 
phases of the bank’s affairs. At the 
same time J. E. Whitaker was elected 
vice-chairman of the board. Four other 
major changes in executive posts in- 
cluded: Felix G._Miller, Sr. elected 
chairman of the management and 
finance committee of the board; How- 
ard P. Preston named co-chairman, 
with Thomas R. Preston continuing as 
chairman of the board; Frank Morast 
advanced to senior vice-president ; and 
D. B. Harris, Jr., promoted to vice- 
president. 


7 


“Man With a Mission” is the apt 
title of a top-notch human interest 
story in The Chase, fine staff magazine 
of the Chase National Bank in New 
York City. 

It tells of the relentless battle that 
Frank E. Smith of Chase’s trust remit- 
tance division has waged, in various 
missions along the city’s “Skid Row,” 
to rehabilitate down-and-outers. Along 
with his wife Edna, he has devoted his 
spare time in the past 10 years to rescu- 
ing such outcasts. Several years ago 
he and several other men formed a 
committee to help finance the work, 
and now this same group has estab- 
lished a mission of its own in two old 


Brooklyn tenements, a stone’s throw 
from a jail, with Frank Smith as presi- 
dent. 

The committee members chipped in 
$5,000 for a down payment on the prop- 
erty and are amortizing the $21,000 
mortgage out of their own pockets at 
the rate of $1,200 a year. With friends, 
they cleaned more than 10 tons of 


debris out of the two structures. One 
of the committee members is a building 
contractor, and the renovation is being 








Mr. Smith and dining “customer” 


Banker with a mission 


done at cost, with plans calling for a 
modern chapel, cafeteria, dormitories, 
and dispensary. 

The Chase story relates how the 
Brooklyn Rescue Mission has already 
scored some notable victories in its 
initial combats against human despair. 
One of the many excellent pictures 
illustrating “Man With a Mission” was 
this wonderful shot of Frank Smith 
serving lunch in the uncompleted cafe- 


They move up at The San Francisco Bank in California 


PARKER S. MADDUX 


HENRY VERDELIN 
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teria to one of his typical “customers.” 

Our congratulations to Mr. Smith 
for his vital work, and to The Chase 
magazine for its job of publicizing it 
in print with professional skill. 


° 


Alexander P. Reed was recently 
elected chairman of the board of the 
Fidelity Trust Company, Pittsburgh, 
and John A. Byerly as president. Philip 
K. Herr was elected vice-president and 
trust officer in charge of the trust 
department. 

Mr. Reed had served as Fidelity 
president since 1945. Mr. Byerly had 
served as vice-president and trust of- 
ficer in charge of the trust department 
since 1949. Mr. Herr became a vice- 
president in 1945. 


e 


Directors of the New Rochelle (New 
York) Trust Company and the Peoples 
National Bank and Trust Company, 
White Plains, New York, have ap- 
proved a plan of merging the two insti- 
tutions to form The Westchester Bank 
and Trust Company, with resources in 
excess of $60,000,000. Following ap- 
proval of the stockholders and super- 
visory authorities, it was hoped to have 
the merger effective by November 2. 

Ralph T. Tyner, Jr., president, New 





A. P. REED 


Trio elevated at the Fidelity 


Rochelle Trust, was slated to become 
president of the combined institution, 
while Oliver W. Birckhead, president 
of Peoples National, will be chairman 
of the board. 

The Rockefeller interests, represent- 
ing the five sons of John D. Rocke- 
feller, Jr., will have an interest of about 
20 per cent in The Westchester Bank. 


e 


The merger trend in Philadelphia 
continues apace, with additional de- 
velopments during the past few weeks. 

The  Fidelity-Philadelphia Trust 
Company has acquired five banking of- 





J. A. BYERLY 





P. K. HERR 


Trust Company, Pittsburgh 


fices in Delaware County, following 
mergers with The First National Bank 
of Chester and the Clifton Heights Na- 
tional Bank. 

George Crawford, president of the 
Chester institution, will become a vice- 
president of Fidelity, and Chester E. 
Wright and P. H. Ennis wiil be as- 
sistant vice-presidents. Everett L. Kent, 
Clifton’s president, will become a mem- 
ber of Fidelity’s board, while Vice- 
President Charles C. Gamble will re- 
tain that title and be in charge of the 
two Clifton Heights offices. 

Meanwhile, The First National Bank 
of Conshohocken has merged with The 
Philadelphia National Bank and is now 
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TELEPNONE. 23-7965 
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THE ORIGINAL CHECK COUNTER PEN 


No other pen is so economical to use because ........ 


@ You change only the point in a Changepoint Fountain Pen. 
There is a stainless steel point for every writing need and the cost 
is low—12!/,c each when purchased by the dozen. 


@ Changepoint Ball Pen Refills, while costing only twice as much 
as the average refill, hold 4 times more ink. Thus, your refill 
expense is half as much as with any other ball pen. 


@ Ball Pen ink is nontransferable and permanent, 


Write for literature and prices 


and let us serve you through your dealer. - 
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operating as the latter’s Conshohocken 
Office with Donald P. Horsey, former 
president of the First National, in 
charge as vice-president. 


_ 


Morris D. Crawford, Jr., has been 
elected vice-president and office coun- 
sel at The Bowery Savings Bank, New 
York City. 
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When Ted W. Johnson was officially 
installed as president of Robert Morris 
Associates, at the Fall conference of 

















TED W. JOHNSON 


New head of the Associates 


this national organization of bank loan 
officers and credit men last month, it 
marked only the second time in the 
long history of the Associates that a 
West Coast banker has received such 
recognition. The previous occasion 
was 20 years ago, when Chester A. 
Rude, now chairman of the executive 
committee of the Security-First Na- 
tional Bank of Los Angeles, served as 
association president. It so happens 
that Mr. Johnson is a vice-president of 
the same Los Angeles banking institu- 
tion. 

Other officers, elected at the annual 
meeting in September and installed at 
the conference, are: First vice-presi- 
dent, Edward F. Gee, vice-president 
and secretary of State-Planters Bank 


Association’s other officers 


J. T. OVERBEY E. F. GEE 
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and Trust Company, Richmond, Vir- 
ginia; second vice-president, James T. 
Overbey, senior vice-president, The 
First National Bank of Mobile, Ala- 
bama. 

Four new directors were elected to 
the board of Associates for three-year 
terms. They are: W. John Davis, first 
vice-president, Federal Reserve Bank 
of Philadelphia; Alfred J. Mayman, 
vice-president, Bank of California, N. 
A., San Francisco; George F. Sawyer, 


Bank of Boston; and Douglas S. 
Seator, assistant vice-president, Harris 
Trust and Savings Bank, Chicago. 

The Associates organization now has 
21 Chapters, with a membership of 
more than 750 banks and over 2,200 
individuals. 


e 


Top executive changes at the 106- 
year-old Chicago Title and Trust Com- 


vice-president, The First National pany include the naming of Paul W. 
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FOR HIGH - SPEED COLLECTIONS 
IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 
land United States concerns. Our experience and full 
knowledge of local people and conditions are at your dis- 


posal. 
Banco eit y. 
CREDITO Y AHORRO PONCENOjeag este 
FOUNDED 1895 MAIN OFFICE: PONCE, PUERTO RICO tect f i 


Member Federal Deposit Insurance Corporation 
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THE MOSLER SAFE COMPANY 






































































































































NEW MOSLER ELECTRIC 
DRIVE-IN WINDOW is fully 
automatic, operates with sim- 
ple “push button.” 


New Symbol of the Modern Bank te tw MOSLER CENTURY 10 sank vauit poor 


Mosler beauty is functional beauty in this magnificent, modern bank 
vault door. The design is the combined work of famed industrial designer 
Henry Dreyfuss and Mosler engineers. No detail was overlooked to make 
its ease of operation and security as outstanding as its appearance. In- 
corporated are all the virtually impregnable protective features that have 
made Mosler the overwhelming choice of leading banks the world over. 
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YOU'RE LOOKING AT the substance of America’s bold, 


new concept of tomorrow in banking ... 


Modern Ideas 


« « -developed under Mosler leadership to bring your own 


bright, forward-looking vision of the modern bank to full 
reality. Ideas that introduce not only a new kind of 


glistening, functional beauty . . . but a new kind of 


“super service”’ that will help you bring in new accounts. 








NEW MOSLER “SNORKEL” MOSLER DUAL NIGHT DE- NEW MOSLER TELLER’'S MODERN REVO-FILE gives THE COMPLETE LINE of Mos- 
CURB TELLER makes drive-in POSITORIES help banking COUNTER UNITS and bank clerks and tellers finger- ler Record Safes includes 
banking service possible establishments stay “‘open for ““Swing-Way” Seats combine tip control over thousands of Ledger Desk Safes, which 
“right downtown.” business” around the clock. to reduce teller fatigue, in- cards, protect signature and credit 


crease overall efficiency. cards where they’re used. 


IF IT’S MOSLER ...1T'S SAFE 


% Mosler Safe @” 
oO Since 1848 


World’s largest builders of safes and bank vaults . . . Mosler built the U. S. Gold Storage 
Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


November, 1953 57 








How 
to 
turn 


MINUS © 
into a PLUS 








Sometimes, when a good cus- 
tomer wants a commercial loan 
it looks as if you'll have to turn 
him down. If you do, you may 
be minus a customer, a loan 
and a profit. 

Many bankers have solved 
this problem by suggesting a 
field warehouse loan on the 
customer's inventory. Under 
this plan, Douglas-Guardian 
issues warehouse receipts on 
the borrower's merchandise 
without moving it off his prem- 
ises. Result: Your customer gets 
his money—your bank gets two- 
fold security (the warehouse 
receipts and the merchandise) 
and, of course, you keep a cus- 
tomer plus his good will and 
the profit on his loan. 

















HOLMAN D. PETTIBONE 


PAUL W. GOODRICH 


Executive change at the Chicago Title and Trust 


Goodrich as president and chief execu- 
tive officer. He has been vice-president 
and manager of the title division since 
1947. 

Holman D. Pettibone, president for 
the past 22 years, is now chairman of 
the board. John D. Binkley, vice-presi- 
dent, has become manager of the title 
division. 

The new president began his career 
with the institution as a preliminary 
examiner in the title division. Mr. 
Goodrich is currently chairman of the 
Title Insurance Section of the Ameri- 
can Title Association. 

Long prominent in the financial life 
of Chicago, Mr. Pettibone has been in 
the center of campaigns for better 
housing, was named chairman of the 
Chicago Committee for Housing Ac- 
tion in 1947, and was a key figure in 
obtaining necessary legislation to per- 
mit neighborhood re-development pro- 
grams. 
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Lawrence H. Martin, vice-president 
and chief loaning officer of The Na- 
tional Shawmut 
Bank of Boston, 
has been ad- 
vanced to first 
vice-president. 
At this writing 





the New York Clearing House Asso- 
ciation last month. 

The view below shows Charles B. 
Delafield, vice-president of Consoli- 
dated Edison Co. of New York, presi- 
dent of The Hundred Year Association 
of New York, Inc., presenting a mem- 
bership certificate to Alexander C. 
Nagle, right, president of the New 
York Clearing House Association. The 
select group is composed of organiza- 
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bank’s West Philadelphia Office, a post 
now held by Ralph W. Harmer, for- 
merly assistant treasurer. 

Richard Maletz has been named 
manager of the Mayfair Office, Frank 
C. Heebner and James E. Kirk as sales 
managers in the consumer credit de- 
partment, 


At the Second 
National Bank of 
Houston, Texas, 
A. G. McNeese, 
Jr., was recently 
elected to the 
newly created of- 


fice of assistant 
president. Mr. 
McNeese’ was 


previously assist- 
ant to the pres- 
ident of the 
Houston Oil 
Company. Other 
promotions included: W. R. Garrison 
to executive vice president; Harold 
Vance, to vice-president and manager 
of the oil and gas division; J. B. Hill, 
to vice-president; and Robert Stewart, 


A. G. McNEESE, Jr. 


B. R. Smith, Jr. and Peter G. Brooks, 


to- assistant vice-presidents. 
+ 


Executive director of the Consumer 
Bankers Association since 1951, Hart- 
well F. Taylor is 
resigning and at 
the start of next 
year will return to 
The Bank of Vir- 
ginia, Richmond, 
where he will be a 
vice-president in 
charge of the cor- 
respondent bank 
department at the 
Eighth and Main 
Streets Office. 

National president of the American 
Institute of Banking in 1949-50, Mr. 
Taylor was a vice-president of The 
Bank of Virginia before becoming 
executive director of the C.B.A. 


H. F. TAYLOR 


° 


Charles H. Gordon, vice-president, 
Seattle-First National Bank, Seattle, 
Washington, was elected a director of 
the Controllers Institute of America at 
its recent annual meeting. He served 
as director of the Seattle Control for 
1942-1945, 

[In last month’s issue of Burroughs 
Ciearing House, a story based on a 
news release from the Institute re- 
ferred to the election of Ronald A. 
Macdonald as president of the Seattle 
Cuntrol of that organization, and 
st.ted that he was comptroller of the 
National Bank of Washington, Ta- 
coma. While he once held that post, 
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“A good girl is hard to... 


find” —for office work, these days. 
Sometimes hard to keep, too, with 

so many office jobs available. In a 

small bank or branch, the DM can 
do a lot for clerical efficiency and 

morale! 


@ The DM is the desk model postage 
meter, a big help with that tedious, 
day-end mailing job. It does away 
with old fashioned stamps, 
stamp-licking and safeguarding. 


® With the DM, you print postage, 
any amount needed, directly on the 
envelope—or on special tape for 
registered mail—plus your own small 


ad, if you like. Has a moistener for - 
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sealing envelope flaps. Saves time, 
and usually postage! 


@ You always have the right stamp 
on hand. Your postage is fully 
protected from loss or damage, is 
automatically accounted for on 
visible registers. 


® Other models, hand 
and electric, for larger 
mailers. Call the nearest 
PB office. Or send the 
coupon for the free 
illustrated booklet. 





FREE: Handy chart of Postal Rates, 
with parcel post map and zone finder. 
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Mr. Macdonald for the past five years 
has been with the National Bank of 


Commerce in Seattle, where he is a- 


vice-president. 
* 


The Bank of Athens Trust Company 
and the Hellenic Bank Trust Company, 
New York City, have merged to form 
the Atlantic Bank of New York. T. J. 
Eliasco, formerly president of the Bank 
of Athens, is chairman and president 
of the new institution, which has re- 
sources of more than $35,000,000. 

Walter Schnyder, vice-president, is 
head of the main office, 205 West 33rd 


Street, while Vice-President Michael 
T. Courdjes heads the office at 139 Wil- 
liam Street. 


+ 


In Washington, D. C., Malcolm A. 
Belt was recently elected assistant 
treasurer, and John J. Ahearn, assistant 
secretary, of the American Security 
and Trust Company. 


e 


For bankers as well as others, time 
moves on inexorably, with resulting 
anniversary milestones. 


Employees of the First National 





Built To 
Fit 


Your Own 








Requirements 


by 


Watson 


established |887 


Money and Currency Buses of all types—custom built for your needs. If desired 


they have the WATSON special caster control for superb rolling versatility. 


For More Information— 


Write Dept. Fé 





WATSON MANUFACTURING CO., Inc. 


Jamestown, New York 


If You Are Considering Remodeling: 


See WATSON First— 


for a Complete Line of 


Custom Built Bank Counter Equipment! 


WATSON ALSO BUILDS A COMPLETE LINE OF STANDARD 
FILING CABINETS AND ROL-DEX ROLLING RECORD UNITS. 
















Surprise! Surprise! 
A “Happy Birthday” notice . . . 
From the ‘First Folks’ of Tulsa 
To our beadman, Otis! 
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Tribute to “head man” 


Bank and Trust Company of Tulsa hit 
upon a novel approach, in handing a 
real surprise to President R. Otis Mc- 
Clintock on his 25th anniversary as 
“head man” of that institution on Oc- 
tober 1. 

Shown above is a miniature repro- 
duction of a full page ad that appeared 
in two local daily newspapers. The 
congratulatory message, signed by all 
423 employees of the bank, departs 
from dignity and conveys a “just right” 
note of informal sincerity. 


* 


Last month marked the 50th anni- 
versary in banking for Hord Hardin, 
executive vice-president, Mercantile 
Trust Company of St. Louis, and rec- 
ognized as one of the nation’s foremost 
credit experts. He is shown here at the 
left, receiving a silver service and scroll 
from Sidney Maestre, the bank’s chair- 
man of the board, while Mrs. Hardin 
looks on. 

Mr. Hardin is serving his second 
consecutive term as president of the 


30th anniversary noted 
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| NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 


The following Statement does not reflect the increase of 684,000 shares in the Common Stock of the Bank author- 
ized by the shareholders on September 24, 1953, of which 313,200 shares are to be issued and sold by 
October 20, 1953, with a resulting addition of approximately $14,000,000 to Capital Funds; the remaining 
370,800 shares are to be distributed as a stock dividend to shareholders of record October 22, 1953. 





STATEMENT OF CONDITION SEPTEMBER 30, 1953 —— 





RESOURCES 


Cash on Hand and Due from Other Banks . $ 400,051,108.55 
Federal Reserve Funds Loaned. ... . 19,000,000.00 
7 United States Government Securities . . . 769,906,240.11 
Other Securities . . . . . .. e« e 141,762,861.93 
Loans: 

Loans and Discounts . . . . . . $ 3867,120,799.95 

Real Estate Mortgages. . te 76,732,414.95 443,853,214.90 
Accrued Income and Other , ' 7,080,618.28 
Branch Buildings and Leasehold Improvements 4,872,101.49 
Customers’ Liability on Acceptances and 

Letters of Credit og? oS “es Be & 1,536,445.28 


$1,788,062,590.54 




















LIABILITIES 

Deposits: 

Commercial, Bank and Savings . . . $1,486,653,097.28 

United States Government... . . 160,581,226.19 

Other Public Funds. . os 48,099,772.52 $1,695,334,095.99 
Accrued Expenses and Other Liabilities . 12,556,695.72 
Dividend Payable November 2,1953 . . . 783,000.00 
Acceptances and Letters of Credit. . . . 1,536,445.28 
Capital Funds: 

Common Stock ($10.00 par value) . « $  15,660,000.00 

Surplus... te ~& we we & -« 45,000,000.00 

Undivided Profits »*%* bs ew «w & 17,192,353.55 77,852,353.55 

$1,788,062,590.54 


























United States Government Securities carried at $208,926,151.43 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $20,234,773.39 of the 
Treasurer—State of Michigan, and for other purposes required by law. 














BOARD OF DIRECTORS 


HOWARD C. BALDWIN CHARLES T. FISHER, JR. R. PERRY SHORTS | 
HENRY T. BODMAN JOHN B. FORD GEORGE A. STAPLES 
ROBERT J. BOWMAN B. E. HUTCHINSON DONALD F. VALLEY 
PRENTISS M. BROWN BEN R. MARSH JAMES B. WEBBER, JR. 
HARLOW H. CURTICE JOHN N. McLUCAS R. R. WILLIAMS 

| CHARLES T. FISHER W. DEAN ROBINSON BEN E. YOUNG 

NATE S. SHAPERO 





| 44 OFFICES IN METROPOLITAN DETROIT 
Garden City « Harper Woods « Inkster « Livonia « Plymouth « Wayne 
MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 











Member Federal Deposit Insurance Corporation 




















Nov nber, 1953 








for QUICK 
ACCURATE 
HANDLING 
of LOOSE 
COINS... 


Tray holds 10 coins each of pennies, nickels, dimes, 
quarters, halves, in each of 68 staggered pockets ~ 
for quick accessibility and handling. Figures on 
border designate denominations of coins in 

pockets. Style No. 1 mounted on pedestal. 

Style No. 2 fitted with rubber bumpers 
for counter use. Style No. 3 mounted 

on short legs, arranged for nest- 

~ with other trays. Tray is 
235’x9"". A time saver. 


— LEVERAGE 
HT! 
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HALF THE WEIG 
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s. 
until Seal Pin | ~ Weighs only 17 02 : 
the canvas — a other Seal Presses - - 
half the leverage! 


but with twice the 


PURE LEAD SEALS 


“Steel Strong” Lead Seals used 











- SHIPPING 
=== TAGS 


THEY’RE STRONGER BY TEST 


They ‘‘ deliver the goods."’ Made of 8- point 
weight, size 25g x 6% in. with ‘‘register’’ stub. 
Style No. 2 same size but with blank stub for 
desired copy. Style No. 3, size 2% x 4% in. 
without stub. Reinforced eyelet extends to 
end of tag. Printed in red and black. Bank 
imprint included in price. 
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From left: Miss Blanchard, Miss Weiner, Miss Cleary (Assistant Treasurer of the 
United States), Mrs. Sherrill, Miss Flaniken and Mrs. McClure 














Leaders of the fast-growing Association of Bank Women 


Greater St. Louis Clearing House As- 
sociation, and has been a vice-presi- 
dent of the Association of Reserve City 
Bankers. 


e@ 


Another banker who recently cele- 
brated his golden anniversary in bank- 
ing is Logan W. Wilson, assistant 
cashier, The First National Bank of 
Kansas City (Missouri). 


* 


Arthur H. Dewey has been appoint- 
ed resident vice-president of The Na- 
tional City Bank of 
New York, super- 
vising its branch at 
Lima, Peru. He 
was formerly man- 
ager of the branch, 
where he has been 
stationed for the 
past 32 years, and 
has represented Na- 
tional City in South 
America since 1917. 
Ralph L. Biggs, for- 
merly sub-manager at Buenos Aires, is 
now manager at Lima. 

Also named a_ vice-president is 
Leland S. Brown, who is now associ- 
ated with the senior management of 
National City’s branch at 42nd Street 
and Madison Avenue. 





A. H. DEWEY 


* 


Mrs. Ruth E. Sherrill, assistant vice- 
president, First National Bank of 
Memphis, was named president of the 
Association of Bank Women at its 
annual convention held in Washing- 
ton, D.C. Earlier in the year she had 
assumed the helm of the organization 
following the appointment of Miss 
Catherine B. Cleary, trust officer, First 
Wisconsin Trust Company, Milwaukee, 
as Assistant Treasurer of the United 
States. 

Other new officers are: Vice-presi- 
dent, Miss Cora I. Blanchard, assistant 
treasurer, Suffolk Savings Bank for 





Seamen and Others, Boston ; recording 
secretary, Miss Mildred E. Flaniken, 
National Bank of Commerce, Mem- 
phis; corresponding secretary, Miss 
Luise A. Weiner, Union Planters Na- 
tional Bank, Memphis; treasurer, Mrs. 
Margaret S. McClure, auditor, The 
Ctiy Bank of Washington, Washing- 
ton, D.C. 

Presented the annual Jean Arnot 
Reid Award at the 
convention was 
Miss June Marion 
Newcombe of the 
Community Na- 
tional Bank of 
Pontiac, Pontiac, 
Michigan, and as- 
sistant manager of 
its Perry Street 
Branch. The award 
is given annually to a woman graduate 
of the American Institute of Banking 
considered best fitted to represent 
women in banking. 





J. NEWCOMBE 


+ 


New president of the National Con- 
sumer Finance Association is John T. 
Snite, vice-president and general man- 
ager of Imperial Credit Company, 
Chicago. 

At the annual meeting of the associa- 
tion held last month, Mr. Snite out- 
lined plans for expanding the activities 
of the group, both to aid members in 
reducing operating costs and increas- 
ing service efficiency, and also to pre- 
sent the facts about consumer finance 
to the public. 


e 


Guillermo Rodriguez, 39, has beer 
named president of the Government 
Development Bank for Puerto Rico, to 
succeed resigning Rafael Buscaglia. 

Mr. Rodriguez was formerly pres'- 
dent of the Puerto Rico Industrial De- 
velopment Company, a post to whic! 
Vice-President Carlos M. Passalacqua 
has been advanced. 
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T. “You can’t fool me, my good man—that 
wl better be an American Express Travelers Cheque.” 
v, 
a- It’s child’s play to spend American Express This universal acceptability, plus the unique 
Travelers Cheques. They are instantly recog- advantages of American Express service, the 
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The Government Development Bank 
has played a major role in the indus- 
trial expansion program which has 
brought some 263 new firms to Puerto 
Rico since 1948. It also acts as fiscal 
agent for the Commonwealth, its au- 
thorities and municipalities, and as 
settling agent for the island’s bank 
clearance system. 


* 


John T. Rohr, president, The Toledo 


(Ohio) Trust Company, has _ been 
singled out as the nation’s leading 
county chairman in the government 


savings bond program, and has re- 
ceived a citation from President Eisen- 
hower for his distinguished service. 
The award was presented as a symbol 
of the nation’s thanks to all the 3,000 
county program chairmen in_ the 
United States. The citation credited 
Mr. Rohr with having organized and 
led a model county savings bond or- 
ganization that has been widely copied 
in other areas, and also with main- 
taining an outstanding bond sales rec- 
ord in his own bank. 

This was the second savings bond 
citation Mr. Rohr received this Fall. 
He was the first Ohioan to receive the 





WE CAN PROVE IT! 


Check Maser 


GiTsvexe 
ALL-PERSONALIZED 


SPECIAL CHECKING PLANS 
are the best value in the field! 


Bank pays nothing in advance. 


Our charge for checkbooks includes 
all operating supplies and continuous 
merchandising aids. 


We personalize or you 


imprint on 


premises with our equipment. 


CHECKMASTER SYSTEMS, 400 Madison Ave., N.Y. C. 











LUSTROUS IVORY COLORED 
PLASTIC CASE. 


SHOCK RESISTANT. 

QUARTER, NICKEL, OR DIME 
OPERATES BANK. 

ALL STEEL MECHANISM, PICK 
PROOF LOCK, AND KEY. 


GUARANTEED. 


4%," Square x 14%” 


Save 





Your Ad eee... IN FRONT OF YOUR CUSTOMER ALL YEAR! 
with the COIN-A-DAY CALENDAR BANK 


Choice of picture window or imprint 





...-A COIN A DAY THE CALENDAR BANK WAY! 


* Write today for literature and prices. 


KENNETH JOHN COMPANY—3319 N. 35th St. Milwaukee 16, Wis. 


» PROMOTES DAILY SAVING! 
HOLDS APPROX. $30.00 


NON-AGING PLASTIC —PRO- 
TECTS PRINTED MONTH, DAY 
AND YEAR DIALS. 


One sample, $1.20 postpaid. Special quan- 
tity price on application. 


q Guenttty shipment in 10 days with your 
ad. 
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| gan) Bank. They 
| were: 
| Carr, 
| Keais, and Harry 
|S. Rudy, to 


| A. Busch, James 














For savings bond service 


new Inaugural Prayer Achievement 
Award, scroll of a prayer offered by 
President Eisenhower at his inaugura- 
tion and framed with wood from the 
inaugural platform. The award pays 
tribute to Mr. Rohr for promotion of 
thrift and economy through the bond 
program. 

The recipient is shown at the far 
left, in the view taken at the presen- 
tation ceremony. Others, left to right, 
are: Merrill L. Predmore, acting na- 
tional director, Savings Bonds Divi- 
sion; W. W. Knight, chairman of the 
board, and H. L. Morse, vice-president, 
Toledo Trust Company, both of whom 
are also active in the savings bond 
program. 


2 


Last month seven new appointments 
were made by The 
Detroit ( Michi- 





Harold P. 
Rupert C. 


as- 
sistant 
idents, 





vice-pres- 


William 





W. Cunningham. H. P. CARR 

















R. C. KEAIS H. S. RUDY 


Upped by Detroit Bank 


| Roy W. Eddy, and Roland W. Graub- 


ner to assistant cashiers. 


e 


Advanced to vice-presidents in the 
bond department of The Northern 
Trust Company, Chicago, are Alford 
J. Baschen, who heads the U.S. Gov- 
ernment bond and institutional sales 
division, and Daniel O’Day, who con- 
tinues as the bank’s senior represen- 
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tative in New York City with offices 
at 15 Broad Street. Both were for- 
merly second vice-presidents, 


5 


A new institution, the Wayne Bank, 
has opened in temporary quarters at 
Wayne, Michigan. Officers are: 
Charles B. Cozadd, chairman of the 
board; Alfred Truesdell, president; 
Arthur C. Sherrick, senior vice-presi- 
dent and cashier. 

. 


Harold Brummer and John J. Cun- 
liffe have been promoted to vice-presi- 


dents of the Chemical Bank & Trust 
Company, New York City. Mr. Brum- 
mer will be associated with Geoffrey 
V. Azoy, vice-president in charge of 
the Chemical Bank’s office at 30 Broad 
Street, and Mr. Cunliffe will be asso- 
ciated with F. §. Cleary, vice-president, 
head of the bank’s office at Fifth Ave- 
nue and 29th street. 


* 

A large bronze bas-relief memorial 
plaque of the late Robert E. Harding, 
former board chairman of The Fort 
Worth National Bank, was recently 
presented to the bank by the 454 mem- 
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67 Branches 
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HEAD OFFICE: LONDON, ENGLAND 
New York Agency: 34 Wall Street 


In South and Central 


America, England, France, 


Portugal and Spain 


Complete International Banking Service 























4 VANSURANCE Co. 
AND AFFILIATES 


52 WOODLAND STREET 
HARTFORD 15, CONN. 





Where Would You Be 
Without Your Records? 


Probably “up a tree”, unless you had 
Destruction of Records insurance. 

It supplements your physical safeguards 
and assures reimbursement for loss. 
We'll be glad to tell you more if you'll 
just write to... 


joenix 


The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co, 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 
Reliance Ins. Co. of Canada 








66 











Memorial plaque presented 


bers of the staff. The plaque is the 
work of Charles Umlauf, noted Texas 
sculptor, and now hangs in the main 
banking room. 

The group shown standing in front 
of the plaque, at the presentation cere 
mony, includes from left to right: Estil 
Vance, president; Mrs. R. E. Harding 
and her daughter and son, Mrs. Mor- 
gan Knott and R. E. Harding, Jr.; and 


Mrs. Inez Whalen, secretary to Mr. 
Harding prior to his death last Feb- 
ruary. 

Mr. Harding had served with the 
Fort Worth National from 1897, and 


guided it as president from 1930 until 
1952. when he became board chairman, 


* 


Charles H. Schmidt, former chief of 
the Business Finance and Capital Mar- 
kets section of the Federal 
System, Washington. D.C., has joined 
the bank investment department of the 
National Bank of Detroit. He will 
make special studies in the field of eco- 
with particular emphasis on 
investments and the money market. 


Reserve 


nomics 


5 


Succeeding Grosvenor Ely, recently 
retired, Aurin E. Payson has been 
elected president of the Chelsea Sav- 
ings Bank of Norwich, Connecticut. 
Romeyn N. Holdridge has been made 
executive vice-president. Newly elected 
to the board was Carl H. Holdridge, 


secretary and assistant treasurer, 


At savings bank helm 


R. N. HOLDRIDGE 


A. E. PAYSON 
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CANADIAN BANKING 








Banks Can Now Make 
Mortgage Loans 

Revision of the Canadian Bank Act 
at the forthcoming session of the 
Canadian Parliament to permit banks 
to enter the mortgage field for hous- 
ing, was announced on October 1, by 
Prime Minister Louis St. Laurent at 
Ottawa. In the past Canadian banks 
have not been allowed to lend money 
on real estate. Now, however, the gov- 
ernment plans to establish a residen- 
tial mortgage insurance program for 
the chartered banks. 

The move was announced as an 
effort “to increase and broaden the 
supply of mortgage money for new 
housing.” The revision will be par- 
ticularly valuable in smaller Canadian 
communities where chartered banks 
have branches and where other lend- 
ing institutions do not have the facili- 
ties for servicing mortgage loans. 

The government also plans to extend 
the terms of National Housing Act 
loans from 20 to possibly 30 years, and 
to increase the maximum for loans 
from $10,000 to $12,000 or more, be- 
cause of increased construction costs. 
Holders of new residential mortgages 
will be insured against loss by the 
payment of an appropriate insurance 
premium through the government’s 
Central Mortgage and Housing Cor- 
poration. In the event of default, mort- 
gages can be exchanged through C.M. 
H.C. for government guaranteed de- 


By JAMES MONTAGNES 


bentures. Insured mortgages also will 
be eligible security for Bank of Can- 
ada advances to chartered banks, in 
the same way as government bonds. 


a aa + 


Incoming Capital 

In recent months a number of new 
European investment banking groups 
have opened offices in Canada, prin- 
cipally at Montreal and Toronto, as a 
step toward participating in the coun- 
try’s economic expansion. 

Equity financing of young, develop- 
ing businesses is a major policy of 
Charterhouse Canada Ltd., a subsidi- 
ary of Charterhouse Industrial De- 
velopment Company of London, Eng- 
land. The Canadian subsidiary has 
opened offices at Toronto and is start- 
ing with $1,000,000 in capital. It will 
reportedly concentrate on industrial 
and commercial companies, but does 
not plan to finance companies that 
are engaged in primary resources de- 
velopment. 

Another newcomer to Canada is 
American Nile (Canada) Ltd., an off- 
spring of the Banque Zilkha of Bagdad, 
Iraq. The Canadian subsidiary has 
opened at Montreal, capitalized at $1,- 
000,000, and will handle short and 
medium-term commercial and indus- 
trial financing of medium-sized enter- 
prises. It will also deal in accounts 
receivable. The company’s charter per- 


mits it to act as importers, exporters, 
wholesalers, factors and forwarders. 
The company is affiliated with the 
American Nile Corporation, New 
York, established about ten years ago 
for financing international commer- 
cial operations. 

A British-American group of invest- 
ment bankers recently formed Triarch 
Corporation, Ltd., with offices at To- 
ronto. This company is capitalized at 
$10 million and will deal largely with 
financing and_ technically § aiding 
natural resources development. The 
majority of the organization’s capital 
is held by British interests headed by 
S. G. Warburg & Company and Helbert 
Wagg & Company, Ltd., of London. 
The American investment banking in- 
terests include Kuhn, Loeb & Company 
and Lehman Brothers of New York. 
Chairman of the organization is T. 
D’Arcy Leonard, president and gen- 
eral manager of Canada Permanent 
Trust Company, Toronto. 


+ o o 


Standard Branch Fittings 
To save time and money the Bank 
of Toronto has developed a set of 
standardized fittings for its new 
branches. Where counters, cupboards, 
office partitions and teller screens have 
been designed individually for new 
and remodelled branches in the past, 
they will now be standardized and 


By standardizing counters, cabinets and partitions, Bank of Toronto saves time and money 


Tellers’ counters are divided into standard 4’8” sections 
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Shelf and drawer arrangements can be varied 
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Since World War II, Canada has made rapid progress toward 
—— its steel capacity to 4,700,000 tons, twice the 
pre-war figure. Similarly, the production of lead, silver, 
copper, aluminum and other essential metals is being ex- 


panded for the needs of a free world. 


Imperial Bank has kept pace with Canada’s development in 
these years by opening over 40 new branches to serve 
industry and enterprise wherever it may appear. In all, there 
are now some 230 branches from coast to coast which 
accumulate and provide up-to-date information to those 


interested in Canada. 


LET IMPERIAL BANK KEEP YOU 
UP-TO-DATE ON CANADA! 
We invite interested U.S. 


banks to investigate our 
services as a correspondent 


*the bank that sewice built” 


bank. Write: Imperial Bank IMPERIAL BANK OF CANADA 


of Canada, Head Office, 
Toronto 


78-3 
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San Francisco - - 333 California Street 


Chicago: Special Representative’s Office, 38 South Dearborn Street 


S75 Branches pter01s Canada + 


Resources Exceed $2 Billion 





Se 


Seubceessucces 








built from a series of drawings and 
specifications prepared by the bank’s 
architect, A. Bruce Etherington. 

The most interesting of these new 
fittings are the counters for tellers and 
accountants. This consists of one long 
counter, usually of light oak, with a 
low wooden screen separating the 
working space from the customers’ 
area, with small glass name plates de- 
signating the various teller wickets. 

Each counter is divided into 4’ 8” 
sections, each of which represents a 
teller working space. The wooden par- 
titions under the counter are fitted 
with shelf slides, so that any combina- 
tion of shelves or drawers can be 
fitted into each section. Depending on 
what the space is.to be used for, there 
are interchangeable standard fittings 
for each section. 

If the section is to be used only for 
storage, there are shelves which can 
be fitted on the shelf slides. If the 
space is used for a teller, there is a 
four drawer unit which fits on the 
shelf slides. This unit can be fitted 
with a combination of nine varieties 
of drawers, depending on what is re- 
quired. Each drawer is individually 
fitted with divisions for its particular 
task, for cash, coupons, bonds, etc. 
Under the four-drawer unit can be 
placed six varieties of cabinets, rang- 
ing from a cabinet to take up the 
entire space under the drawers to 
smaller cabinets for stationery, ledg- 
ers, wrapped silver, etc. One of these 
cabinets is on wheels and has sliding 
trays on which to place books and 
ledgers, the whole unit being movable 
for wheeling into the vault after bank- 
ing hours. 

It is estimated that the new pro- 
grams will represent a saving of 
about 20 per cent. About a dozen new 
branches of the bank have already 
been outfitted. 
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Student Savings Promotion 

A long-term public relations pro- 
gram slanted by Bank of Montreal to- 
ward school children has not only 
brought in a large number of new sav- 
ings accounts from them but also many 
accounts from parents. 

The new program has taken many 
advertising forms, ranging from spe- 
cial and seasonal newspaper advertise- 
ments to publicity releases, counter 
cards in branches, letters to school 
principals, student tours to branch 
banks, after-hours operation of the 
teller wicket by students, and various 
giveaways such as blotters and book- 
lets on banking. 

One giveaway item that has won 
special favor is an attractive book 
jacket. In its original form the jacket 
is a sheet of paper measuring 22” > 
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14”. The “face” side is covered with 
illustrations of occupations. The front 
contains a space for the student’s 
identification and the back a space 
giving the bank’s message and imprint. 
Also given are instructions for folding 
the paper into a book jacket. 
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Personnel News 

The Bank of Canada has appointed 
L. F. Mundy as secretary and P. D. 
Smith as deputy secretary at the head 
in Ottawa. 


office Mr. 


Mundy, 


who 





D. MARBLE L. MUNDY 
joined the bank when it was formed 
in 1935, has been deputy secretary 
since 1944 and succeeds D. G. Marble, 
who was appointed general manager 
of the Industrial Development Bank, 
a subsidiary of Bank of Canada. 


5 


S. R. Noble, general manager of the 
Industrial Development Bank since its 
formation in 1944, has been appointed 
vice-president of the bank. He was 





A. JAMES S. NOBLE 


formerly an assistant general manager 
of the Royal Bank of Canada. Dean G. 
Marble, new general manager of the 
I.D.B., was also with the Royal Bank 
of Canada before joining Bank of 
Canada and became its secretary in 
1938 and secretary of the I.D.B. in 
1944. A. N. H. James has been ap- 
pointed assistant general manager of 
the I.D.B. 


+ 


Roger J. Fox has been appointed 
European representative of Bank of 
Toronto, with headquarters at London, 
Envland. He succeeds W. B. Young 
who is returning to the bank’s head- 
office at Toronto. 
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"Talk 


about 


speed! 


With the new Todd 

Automatic Feed I can 
imprint checks 4 times 
as fast." 


Just imagine this. The improved Todd Imprinter with auto- 





matic feed attachment makes the whole process of imprinting 
checks four times as fast. Not only that but speed is automatic. 
It doesn’t depend on the operator’s skill or experience. She just 
flips a switch at the start and the machine turns out imprinted 
checks at the rate of five per second. Meanwhile, the operator 
is free to do other work until it’s time to lock another type- 
holder into the machine. 

Remember— Automatic feed means automatic speed. 
Mail the coupon now for complete details. 


THE TODD COMPANY, Inc., Dept. BCH, 
Rochester 3, New York 


Please send me complete information about the new 
Todd Automatic Feed attachment for your imprinter. 





Name of Bank 





Address. 





Zone State 


City. 


ROCHESTER “As 
SALES OFFICES IN 


NEW YORK 
PRINCIPAL CITIES 
By_ 


ecn-43-53 DISTRIBUTORS THROUGHOUT THE WORLD 
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Are your customers 




















of course we provide 


these other day-by-day services: 


Speedy clearing 
and collection service 


Safekeeping 
Valid credit information 
Portfolio analysis 


Investment research and counsel 


selling abroad? 


Perhaps you 

have industrial 

customers engaged in 

export business... others 

who import raw materials? Our 
foreign department is currently 
handling collections and dis- 
counts on foreign exchange drafts 
for many of our correspondents. 
We will issue letters of credit to 
foreign suppliers, too. Let us 
help you perform this ex- 

tra service for your 


customers. 


MERCANTILE 


TRUST COMPANY 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


721 LOCUST ST. - ST. LOUIS 1, MO. 


RESOURCES OVER *G60O00O MILLION 
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THE BOOKLET COUNTER 








Adequate Bank Capital . . . Here 
is a challenging and timely analysis 
of a subject currently being considered 
by many banks—the needs for and 
hindrances to obtaining adequate bank 
capital. An authority on the subject, 
the author is a vice-president of the 
First National Bank of Chicago. He 
pulls no punches in showing how cer- 
tain pressures hinder banks from 
solving the capital problem, and how 
the tests of the Federal “supervisors” 
are not useful. He then gives an ac- 
curate guide for determining if the 
bank capital is adequate as based on 
risk assets. Finally, he suggests what 
steps should be taken to permit capital 
increases in satisfactory amounts. 


Bank Services For You... The 
simplicity and thoroughness of this 
customer services booklet make it use- 
ful as a model for other banks contem- 
plating the publication of information 
on their services. The bank here pre- 
sents all of its services in easy-to-read, 
brief paragraphs divided under three 
headings—trust, bank and loan serv- 
ices. The cover is printed in color and 
the pages contain sufficient illustration 
to sustain reader interest. 


Farm Credit Program . . . In this 
booklet a farm specialist of a large 
southern bank discusses a proper pro- 
gram of bank credit for financing and 
serving agriculture. He tells why such 
a program should take into considera- 
tion the changes in farm financial 
needs brought about by mechanization, 
dairy and beef cattle developments, 
pasture improvement, soil conserva- 
tion, rural electrification and the use 
of insecticides. He then outlines a 
step-by-step plan for taking care of 
farmers’ monetary requirements for 
the purchase of machinery and equip- 
ment. Many valuable tips are contained 
in this booklet. 

. 


Accounting Terminology . .. This 
is the first in a new series of bulletins 
prepared by the American Institute 
of Accountants to aid accountants 
generally in giving more careful con- 
Sideration to the use of accounting 
terms. The book. points out that the 
responsibilities that may flow from 
careless or inaccurate usage have be- 
come more serious and manifest. This 
first bulletin gives definitions and de- 
Scribes the meanings and shades of 
meanings of a variety of accounting 
terms. Toward the ideal of precise 
understanding in the exchange of 
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On the monetary system 


ideas, these bulletins are invaluable to 
the bank’s auditors and accountants. 


Welcome ... This excellent em- 
ployee handbook of The Indiana Na- 
tional Bank of Indianapolis, Indiana, 
is designed both to answer employee 
questions regarding working arrange- 
ments and to educate the bank new- 
comer in the history and policies of 
the bank. A well-illustrated handbook 
such as this one can play an important 
role in saving time, in building morale 
and helping build business in any bank. 


Federal Reserve Operations . . . 
No one can read this colorfully illus- 
trated, 40-page book and then not have 
a broad concept of the basic function- 
ing of the American monetary system. 
The booklet is entitled, ““A Day’s Work 
at the Federal Reserve Bank of New 
York.” It was prepared for distribu- 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











tion to banks, schools and other inter- 
ested organizations to bring about a 
wider understanding of the Federal 
Reserve system. It tells the story of 
an ex-G.I. who starts a radio-television 
business. As he progresses, he gets 
advice from his banker, uses a check- 
ing account, gets a bank loan, etc. A 
special feature is a concise, two-page 
essence of the monetary system writ- 
ten entirely in layman’s language. 


Selected Motion Pictures .. . Six- 
teen millimeter films of all types and 
for many purposes may be found in 
this 52-page, illustrated compilation 
by Association Films, Inc. There are 
several hundred listings in both edu- 
cation and entertainment categories. 
The educational listings include agri- 
culture, economics, government, indus- 
try, vocations and many others. The 
entertainment group includes features, 
shorts, comedies. In addition to the 
rental films, the book lists numerous 
films available without charge. Among 
these are several valuable to banks as 
visual training aids. 


Certified Professional Secretaries 
... The Institute of Certifying Secre- 
taries, sponsored by the National Sec- 
retaries Association, is an organization 
specializing in the testing of secre- 
taries and issuing “Certified Profes- 
sional Secretary” certificates to those 
who pass the examination. The insti- 
tute offers two booklets describing the 
advantages of the program both to 
management and secretaries, and out- 
lines the nature of the examination. 


Forestry Booklets . . . Those banks 
interested in tree farming programs 
will find much information in these 
two booklets produced by the Ameri- 
can Forest Products Industries. The 
first booklet is a bibliography of forest 
industry educational materials. It con- 
tains listings of motion pictures, slide 
films, booklets and posters that are 
available without charge from various 
manufacturers and associations. The 
visual aid materials listed deal with 
the growing and processing of lumber, 
paper, plastics, chemicals, etc. The 
other booklet tells with statistics and 
illustrations of the progress of the tree 
farming movement. 


Indexing Guide . . . A large paper 
company makes available a guide on 
paper indexing stocks that is a com- 
plete sample file and also contains 
useful information about tab cuts and 
sizes, ruling, and color control systems. 
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For Posting Savings Passbookes 








the Burroughs Sensimatic 3 


window posting machine 


Burroughs Sensimatic Features 
That Simplify, Speed and Save 


© Operates on either unit or dual posting plans 
with equal ease. 


e Visible alignment and complete posting visibility 
for faster, more accurate posting. 


e Light, uniform key depression and simplified 
motor bars make it easy to learn, easy to operate. 


e High-speed aut tic balancing for increased 
speed and accuracy. 





e Sensing panel or “mechanical brain” directs 
every carriage movement, every mathematical 
function automatically . . . changes from one 
posting job to another at turn of the job selector 
knob. 


e Magic key instantly converts the Sensimatic to 
a convenient adding-subtracting machine. 


e Auditors’ and tellers’ locks for greater protection. 
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The Burroughs Sensimatic window posting 
machine is an investment that will return its pa 
moderate cost in a short time. The Burroughs 
representative near you will be glad to show 
you the machine in action. You'll find his tele- 
phone number in the yellow pages of your 
telephone directory. 


More facts about the Sensimatic and its appli- 
cation to window posting on 
the unit or dual plan are pre- 
sented in this new folder, 
“New Efficiency in Window 
PostingforSavingsAccounts.” 
Ask your Burroughs repre- 
sentative for a copy, or write 
Burroughs Corporation, 
Detroit 32, Michigan. 





WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Letter of Credit 


The great importance to a bank of 
scrutinizing all documents relating to 
a financial transaction and of acting 
punctually and faithfully on the terms 
contained in those documents was 
shown clearly in a recent case before 
the United States Court of Appeals, 
Second Circuit. In this case a bank’s 
employees delayed the preparation of 
a letter of credit and the bank paid 
out money to a third party without 
getting bills of lading containing spe- 
cific information required for the 
credit letter. The bank was held re- 
sponsible. 

The president of the Caloric Stove 
Corporation deposited $65,250 to 
cover a purchase from a broker of 300 
tons of steel, stating that it was to 
be paid “against presentation of com- 
mercial invoice and railroad bill of 
lading, * * * evidencing the shipment 
of 300 tons * * * of rolled prime steel 
sheets, described by number and 
gauge.”’ He signed an application for 
a letter of credit upon one of the 
bank’s standing forms. In addition to 
this application the bank officer re- 
quired a written statement, collateral 
to a proposed letter of credit, provid- 
ing in detail the duties of the appli- 
cant and the protective exemptions of 
the bank. The Caloric president signed 
this paper and the bank officer took 
both documents away with him to pre- 
pare the letter of credit on which he 
insisted. 

However, the bank’s employees, who 
were charged with preparing the let- 
ter, delayed doing so and it was not 
ready by the 16th. On that day a bro- 
ker handling the purchase for Caloric, 
appeared at the bank with two docu- 
ments, upon delivery of which the 
bank paid out the whole deposit of 
$65,250. Of this the broker received 
$57,000, and for the balance—$8,250 
—the bank made out a check to the 
brcker’s order, which he asked it to 
hold until he called for it. 

No letter of credit had been deliv- 
ere’ to the Caloric President before 
these payments were made; nor in- 
deei had any been prepared. 

The documents actually delivered to 
the bank were (1) an invoice describ- 
ing the steel in the same terms as 
those contained in the Caloric presi- 
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dent’s letter of May 13th, and (2) a 
bill of lading to the broker’s order, 
endorsed by him, describing the ship- 
ment only as 300 tons of steel, though 
giving the car numbers. On the bill 
was stamped: “Shipper’s load and 
count.” The bank mailed these docu- 
ments to the plaintiff at once and they 
arrived on the 20th. The cars them- 
selves reached the plaintiff’s factory 
on the 21st and 22nd, and the Caloric 
president, on examining the steel, 
thought that it did not correspond 
with his contract with the broker. On 
the 21st he called the bank to express 
his indignation that the bank should 
have pzid for such a delivery. It was 
not, however, until the 29th that he 
protested that the documents did not 
correspond with his instructions to the 
bank. 

Caloric salvaged the steel for about 


$7,500 and claimed from the bank the 
difference between that and the $65,- 
250. However, the jury brought in a 
verdict for Caloric of only $28,500 
and both parties appealed. The Circuit 
Court held that, in light of the jury’s 
verdict, the payment to the broker did 
not conform to the conditions set up 
by Caloric as to the bill of lading and 
the variance was material. 

The bank’s defense was that Caloric 
was bound to protest immediately and 
that even if if was not under contract 
to do so, its delay had stopped it from 
raising the objection. The Court found 
that since the bank was not prejudiced 
in its recovery over from the broker by 
Caloric’s delay, there was no estoppel 
in the delayed protest and that there 
was no contract in any case. While 
feeling that the award of $28,500 to 
Caloric was too low the Circuit Court 











The rapid rise of the Western Canadian oil fields as a 
factor in the world oil, gas and petro-chemical indus- 
tries is illustrated in the chart above. American banks 


are invited to consult with us in behalf of their customers 
who may be interested in Western Canadian oil activities 
from any viewpoint. Kindly write either to our Petro- 
leum and Natural Gas Division at Calgary, Alberta, 
or to any of the offices listed below: 


The Canadian Bank 


of Com merce Head Office—Toronto 


New York « San Francisco « Los Angeles 
Seattle « Portland, Ore. 
Over 600 Canadian Branches 
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SAFE, ACCESSIBLE 
LOW-COST 
STORAGE 


STORAGE BOXES 












Today and every 
day records must be saved 
for your business protection 
tomorrow. Over 90,000 leading firms find 
LIBERTY STORAGE BOXES the best, most 
efficient product for storing inactive 
records. Check Liberty’s sturdy corrugated 
fibre-board construction, spill-proof, 
dust-proof closures and low cost. 

Sold by leading stationers everywhere. 


CLIP AD TO YOUR LETTERHEAD FOR COMPLETE CATALOG 


BANKERS BOX COMPANY 


Record Retention—Our Business Since 1918 
720 S. Dearborn Street ° Chicago 5, Ill. 


| finding. Caloric Stove Corp. Vv. 





said that was in the province of the 
lower court and did not upset its 





Bank & Trust Co., 205 F. 2d 402 
(1953). 
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Holder in Due Course 
One of the fundamental precepts of 


| the Uniform Negotiable Instruments 





Act was recently reiterated by the Su- 
preme Court of Rhode Island in hold- 
ing that the drawer or maker of a 
check was liable to its holder in due 
course in spite of collateral repre- 
sentations and conditions between the 
maker and payee-endorser. 

An individual gave his check for 
$1,200 to a car dealer. The check was 
returned on account of insufficient 
funds and the car dealer threatened 
repossession. The dealer was then 
given the check of a third party by 
the purchaser who simply endorsed the 
check over to the seller. That check 
was not honored because payment was 
stopped. 

When the car dealer sued the maker 
of the second check the defense was 
that its payee (the car purchaser) had 
reneged on a promise to put cash in 
the hands of its drawer, and that 
therefore the maker was justified in 
stopping payment, and that since there 





Toledo, Ohio. 


to discuss our program with us. 





SERVING THE BANKING PROFESSION FOR OVER 
50 YEARS WITH FINE QUALITY BANKING FIXTURES 


The ETTL Furniture and 


Manufacturing Company 


Headquarters: 1921-31 N. Twelfth St. 





Detroit Office: 1408 Broderick Tower, Phone WO. 3-9410 


ETTL offers complete design service and are 


manufacturers of high quality fixtures. 


We are thinking about NEW or MODERNIZED FIXTURES for our bank. Without 


obligation please furnish complete information about your installations and ability 


Phone ADams 8239 
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was no consideration for the check 
between the car purchaser and the 
defendant, such was a good defense 
against the plaintiff. 

The pertinent part of the Negotiable 
Instruments Law reads: 

“30. Every negotiable instrument is 
deemed prima facie to have been 
issued for a valuable consideration; 
and every person whose signature ap- 
pears thereon to have become a party 
thereto for value. 

“34. Absence or failure of consid- 
eration is matter of defense as against 
any person not a holder in due course 
% & sis 

The Court said that all the con- 
ditions necessary to constitute the 
plaintiff as a holder in due course for 
value and without notice under the 
law had been shown and were not 
disputed. In the absence of any testi- 
mony connecting the plaintiff with 
notice of any defects in the instru- 
ment or its consideration, he was en- 
titled to accept it at its face value. 
Having presented it for collection 
promptly and having fulfilled the other 
obligations of the law, there was only 
one reasonable view of the evidence 
and therefore the plaintiff was entitled 
to a direction of a verdict. 

Cleveland v. Oakwood Sales & Service, 
98 A.2d 845 (1953). 
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Oil Loan Problem 


The Supreme Court of Texas re- 
cently introduced one of the problems 
attendant to the banking industry’s 
contribution to the oil industry. The 
question was: Could a third party ac 
tion be brought upon a contract under 
which a bank agreed to lend money to 
an oil company to be disbursed to its 
creditors from a deposit account? 

The supreme court overruled a 
lower court to say “no” after it was 
shown that the oil company had not 
authorized the bank to pay the spe- 


_ cific account in a manner meeting the 
| requirements for withdrawal. 


The oil company, needing money to 
pay its creditors, gave the bank a note 
dated December 27, 1949 in the face 
amount of $278,000. The note was 
secured by an oil and gas lease then 


| owned and operated by the oil company 





which had four producing wells and a 
fifth being drilled. This note required 
monthly installments of a minimum ot 
$5,000 each, with each installment to 
contain at least three-fourths of the 
monthly oil runs from the lease. The 
money borrowed in consideration of 
this note was to be deposited to the 
account of the oil company and then 
disbursed by the bank directly to cred 
itors. By January 13, 1950 the ban! 
had disbursed $211,360. Thereafte' 
the oil company failed to meet its firs' 
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5,000 a month minimum payment. 
There was in excess of $67,000 of the 
face value of the note undisbursed 
which the bank refused to pay out. 

The third party tool company cred- 
itor contended that the balance of the 
note had to be distributed to the 
creditors, even though the note be in 
default, because, it said, the bank’s 
contract to lend the money was for the 
benefit of creditors who could demand 
that the entire loan be completed and 
disbursed. 

“There is no evidence that the 
bank induced the tool company to ex- 
tend credit by leading it to believe the 
bank would pay regardless of the suc- 
cess of Well No. 5. The credit was ex- 
tended between November 2, 1949 and 
January 12, 1950, so statements made 
after January 12th cannot be the basis 
for this estoppel. The bank condi- 
tioned any statements about Well No. 
5 on the well being ‘satisfactory’ and 
a ‘producer.’ The tool company could 
not have failed to understand that if 
Well No. 5 was not worthy of credit 
the bank intended to lend no money 
pe Nat. Bank at 
eee eee Tool Co., 259 
S.W. 2d 724 (1953). 


BRAINDUSTER 
I N d 
CONFERENCE 
) y] AYU 
CONTINUED FROM PAGE 31 

As sugyestions for meeting current 
problems and continuing the progress 
of the bank, he offered the following: 

A greater effort to inform high 
school principals, teachers of com- 
mercial subjects, and student advisers 
of the opportunities offered in bank- 
ing. 

The need for developing a program 
to rent more safe deposit boxes. 

The consideration of some form of 
credit for officers’ calls that result in 
new business. 

The putting of the bank’s advertis- 
ing program on a more personalized 
basis, possibly an extensive program 
built around the employees, as a means 
of accenting the bank’s service to 
customers. 

The other topics covered are given 
below, with brief indications of a few 
of the many interesting points raised. 

Analysis of Competitive Position. 
Afier reviewing the activities and 
policies of all other banks in the area, 
Vice-President Ken Cooper stressed 
the decentralization movement of busi- 
ness and predicted that the principal 
competition of the future would be felt 
in the various branch offices. He advo- 
Cated strengthening and augmenting 
the personnel in these offices, thus giv- 
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brand 


COIN HANDLING PRODUCTS 


PAYING AND CHANGING MACHINES 
(BRANDT AUTOMATIC CASHIERS) 


SORTERS AND COUNTERS 


CN COUNTERS AND PACKAGERS 


STORAGE TRAYS 


WRAPPERS AND BILL STRAPS 


BRANDT AUTOMATIC CASHIER CO. 
WATERTOWN, WISCONSIN 


Established 1890 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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l ; ing the managers more time to culti- k 
E EN [ CAN vate new accounts and be known as 
ee ” 


“neighborhood bankers.” Mr. Cooper 


f 

emphasized the spots in which com- t 

SORT WITH petitors seemed to excell, pointing \ 
these out as a challenge in the bank’s i i 


business promotion program. ; a 
Ee | Panel: Officers Call Program. After 8 


citing the advantages of person-to- 


Marie “Irma Wilson 
starring in 

“Marry Me Again” 
Released by 
RKO-Radio Pictures. 






























il 
person contacts, Vice-President Ed t. 
VERTICAL | Harris warned that the program has p 
not been going too well. He reported n 
nr " that in the face of increased competi- a 
SORTERS _ tion, customer calls by officers have S. 
7 | declined from 2,913 in 1950 to an an- r 
nual rate of 2,268 so far this year, h 
IT’S $0 EASY and in view of this he underscored the te 
importance of making every call more Cc) 
LET US SHOW YOU effective. n 
The Farm Department was singled , a 
out by the bank’s top agricultural m 
specialist, Assistant Secretary Dort 
Cameron, as a handy tool in the selling 0} 
kit of officers calling on customers and at 
prospects. He mentioned city farmers, cl 
businessmen dealing with farmers, tk 
and trust prospects having farm cc 
properties, as being among those to soit 
whom the Farm Department would be s6«6tr 
a good selling lever. » n 
| Unusually fast service on mortgage § WwW 
MwRite NOW FOR FREE | loan applications was emphasized as fis 
— Al DESCRIPTIVE LITERATURE | another selling tool on officer calls, by st 
: Be feb ; oe | Assistant Secretary Marty Thulin. Ww 
; | That a relatively small number of al 
é : CEDAR RAPIDS, IOWA | 
: ' regular bank officers have been re- at 
ee | sponsible for most of the trust new vi 
| business referrals was a noteworthy ff gr 
point raised by Assistant Trust Officer ob 
STRAYE PP “——— Tom McFarland. He traced this to “— 
confidence in their ability to talk trust pr 
Any Size You Specify business, and to assist others in this — mi: 
EASY SNAP FILE BOX STEEL NYLON ROLLER respect he discussed how calling off- —} ar 
- " cers can spot trust prospects, what 4 
Style C ® STORAGE FILES they should know about trust services, [ m 
Corrugated Paper—Hinged Lid and the fees charged for the basic [fF to 
. A INTERLOCK IN STACK—Vertical and services. of 
150 Stock Sizes Parallel Horizontal—AUTOMATICALLY Soliciting Trust Business. Instead me 
of discussing this subject in generali- Lu 
ties, Assistant Vice-President Art pr 
Carruthers put himself in the boots m 
| of some colleagues and presented five we 
typical case examples to _ illustrate Sit 
_ some basic approaches for bank offi- ex 
cers, in getting customers to recognize no 
the need for various trust services and at 
preparing the way for consultations 1 
with trust specialists. re} 
The Objectives in Advertising. The pil 
bank’s ad campaigns for the past ph 
d several years were reviewed by As- gr 
Mail orders to sistant Secretary Don Burgan to trace by 
STRAYER COIN BAG Co. how the twin objectives of indirectly pr 
- selling the bank, and directly selling ) 
New Brighton, Pa. its services, have been translated into dis 
BANK SUPPLIES print. The report also covered the com- As 
COIN BAGS parative promotional budgets of local Do: 
BOXES—TRAYS financial institutions, it being noted los 
WRAPPERS that one competitor bank has this year tot 
tremendously increased its newspaper me 
Check Sorters bal QUIET—EFFICIENT lineage, and a savings and loan as- as 
STEEL FILES po mon Dew te ancl sociation has a larger advertising pro- of 
gram in Rochester than any of the log 
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banks in the community. 

Business Promotion Summary. 
After a round-up of the highlights in 
the session devoted to new business, 
Vice-President Swayne Goodenough 
indicated that the time might well be 
at hand when the bank should be more 
selective in the business it seeks. He 
indicated that “‘we’ve already reached 
the point in the Consumer Credit De- 
partment and the Mortgage Depart- 
ment where we are becoming choosey,”’ 
and he questioned how far the bank 
should load the Trust Department with 
run-of-mill estates. In this connection, 
he indicated that as a part of this trend 
toward becoming more selective, in- 
creased use may be made of direct 
mail advertising which is expensive 
and has heretofore been held to a 
minimum. 

The Comptroller’s Department. In 
opening the session devoted to oper- 
ations, Comptroller Bill Phelan dis- 
cussed management thinking behind 
the recent separation of auditing and 
comptrolling functions, and outlined 
the responsibilities of the new Comp- 
troller’s Department. He also an- 
nounced that an extensive cost review 
would be made, with 1953 department 
figures to be recast in a vertical-type 
study of specific services, to ascertain 
which are profitable and whether there 
are any “loss leaders” in a given oper- 
ation. He explained that future inter- 
views with members of the supervisory 
group would be an important factor in 
obtaining answers to the question: 
“How much does that high income 
producing unit or department actually 
make when all of its operating costs 
are applied to it?” 

Safe Deposit Operations. Announce- 
ment that a manual is being written 
to assure uniform procedures in all 
of the bank’s Safe Deposit Depart- 
ments was made by Vice-President 
Luke Smith, who noted that the 
project had been in the making for 
more than a year and each procedure 
was being carefully “spelled out” in 
simple language for the benefit of in- 
experienced personnel. It was also 
noted that in the offices being operated 
at the close of World War II, some 
1,500 fewer boxes were now being 
rented than in 1945. Ideas for step- 
ping up promotional efforts, such as 
Phone calls on past due rentals and 
greater use of advertising material, 
by branches and the whole staff, were 
presented. 

Staffing Operating Departments. In 
discussing problems of recruitment, 
Assistant Secretary Verne Fredericks 
Pointed out that the bank is steadily 
losing male personnel in proportion to 
total staff ; moreover, the male replace- 
men's are comparatively unseasoned 
a8 Opposed to the experienced members 
of the organization that are being 
lost. It was recommended that the bank 
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intensify efforts to attract qualified 
young men from high schools and busi- 
ness schools, in addition to those at 
the college level, and offer them a 
clearly stated program involving for- 
malized training, promotion and salary 
progress plans. However, it was con- 


ceded that it may be increasingly nec- 
essary to train women for some of 
the jobs now being performed by men, 
using for this purpose the more ma- 
ture group of women employees with 
outstanding service records. Some 
posts mentioned in this connection in- 
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cluded credit investigators, loan inter- 
viewers, some phases of collection 
work, personnel at new account desks, 
and research and analysis workers. 

Tomorrow’s Bank. In concluding the 
session on operations, Vice-President 
Carl Meisenzahl predicted that today’s 
electronic computers, which solve with 
lightning speed the complicated mathe- 
matical problems posed by scientists, 
are only the forerunners of far more 
practical machines that will greatly 
reduce banking costs, and the time re- 
quired for manual operations. The 
hope was advanced that this new 
electronic equipment will eliminate 
much of the time-consuming, monoton- 
ous, repetitive work now being per- 
formed in the operating departments, 
and that operations in the bank of the 
future will be far more interesting. 
It was noted that equipment develop- 
ments are being watched with keen 
interest. 

Consumer Credit Department. To 
prepare for possible rough weather 
ahead in the field of installment credit, 
Vice-President Lee Judd advocated 
strengthening lending and collection 
procedures, building additional valua- 
tion reserves adequate for any emer- 
gency, avoiding overextension of 
credit, and helping families budget 
their incomes. It was reported that 
the bank’s credit policy on personal 
loans has been tightened, after a sur- 
vey showed that this classification 
represented a much larger proportion 
of the total consumer loan portfolio 
than was the case in comparable banks. 
As to new types of business, good ex- 
perience was reported from recent pur- 
chases of food freezer paper, and 
paper acquired from the local and 
chain store merchants. 

Dealer Relationships. In the pro- 
gram of purchasing additional sales 
contracts from dealers, Assistant Sec- 
retary Jack Milligan told of methods 
for providing fast credit checks, 
prompt remittance to dealers, assist- 
ance on work-outs, and contacts with 
dealer offices. He questioned the con- 


| tention of some out-of-town branches 





that it is necessary to put dealers on 
a non-recourse basis, since the bank 
seldom finds it essential to vary from 
a full recourse schedule in Rochester 
despite plenty of competition. 

Highlights. Winding up the session 
on credit, Senior Vice-President Dave 
Barry out of his long experience pre- 
sented some word and cartoon por- 
traits of some types of borrowers he 
has encountered over the years. They 
are the deviations from the normal, the 
unusual types who are not necessarily 
dishonest or tricky but resort to many 
expedients to attain their objectives, 
and Dave not only painted them with 
recognizable brush strokes but also in- 
dicated how to handle them to best 
advantage. 
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Dave Barry’s problem customers 


What of the Future? The first pes- 
simistic or definitely unfavorable fore- 
cast of the business outlook that he 
has made in the series of six succes- 
sive brainduster meetings was ad- 
vanced by Senior Vice-President Al 
Sproat, and his views give pause for 
considerable thought. It was his opin- 
ion that, in the year 1954, we shall 
have a considerably less favorable 
business climate; while not implying 
a withering depression he did foresee 
a decline similar to the 1937-1938 set- 
back, and warned that it could be 
somewhat more severe and extended 
than that downturn. As unfavorable 
factors, he particularly referred to 
rising business inventories, and “ex- 
cessive” consumer credit which has 
stimulated an “oversold” condition in 
the durable goods industry. Other 
minus signs noted on the horizon in- 
cluded declining farm prices, lower 
prices for base metals, and a drop in 
construction activity. 

It was further predicted that, in 
1954, money rates will move moderate- 
ly lower and bond prices will move 
reasonably higher. This viewpoint was 
based on the lessened demands for 
funds that would result from reduced 
business activity, and the expectations 
that Federal open market policy would 
be directed more aggressively toward 
creating easier money conditions, to 
counteract the economic trend. 

While the foregoing summary of the 
conference program testifies that it 
was unusually well-organized and 
highly informative, in a factual re- 
port of this kind it is difficult to bring 
out adequately the value of the man- 
agement get-together from a human 
relations standpoint. 

“Our brainduster conferences have 
achieved what we consider an out- 
Standing success in opening new lines 
of communication in our organiza- 
tion,” affirms Vice-President Good- 
enough, who is a past president of the 
Financial Public Relations Associa- 
tion. “At our very first conference in 
1948 we realized that we were off to 
@ good start when we saw the barriers 
bety een senior and junior officers be- 
gin to break down. In contrast to the 
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first year when the juniors were hesi- 
tant, subsequent years found them 
enthusiastically joining in the ‘team’ 
and ‘family’ spirit we had hoped to 
create. Beyond that, we have found 
that this spirit is transmitted, in turn, 
to the whole staff. 


WIDE-RANGING 


CONTINUED FROM PAGE 35 
original decision, and the congestion 
was eliminated. 

During World War II when steel 
was scarce, an employee of another 
bank suggested that the life of the 
steel pen points used in various de- 
partments be preserved by cleaning 
them regularly with steel wool. The 
suggestion was sincere, born of war- 
time rationing experience, but the 
employee’s thinking overlooked two 


| important factors. In the first place, 
| the time 


involved in cleaning pen 
points outweighed their cost and 
availability. In addition, the sugges- 
tion required more steel to preserve 
steel. 

Good thinking, however, usually 
pays off—even though the suggestion 
cannot be accepted for policy reasons. 
One bank’s suggestion system records 
reveal the case of an employee who 
walked by a branch office every morn- 
ing on his way to his job in the head 
office. He noticed that the entire west 
wall of the branch could be seen from 
a well-traveled highway and suggested 
that the bank use this space for out- 
door advertising. Bank policy did not 
favor this form of advertising, but 
because the employee demonstrated 
good thinking and observation, he was 
given a cash award. 

By changing a word, eliminating a 
space, combining one form with an- 
other, or employing a rubber stamp, 
banks have effected substantial sav- 
ings in dollars and time. Hundreds of 
examples show a wide range of simple 
ideas that have paid off, from the in- 
stallation of miniature ledger sheets 
for cash bookkeeping (saving: numer- 
ous hours plus the salaries of two 
clerks) to printing the: words “Debit” 
and “Credit” on transfer of funds 
tickets (advantage: prevents errone- 
ous posting of items). 

American Trust Company (San 
Francisco) saved considerable paper 
and storage space by adopting a sug- 
gestion to cut certain asset ledger 
cards in half. An observant employee 
determined that few of the cards were 
ever filled, usually the top 2% inches 
being sufficient. 

In Chicago, a $465-a-year saving for 
Continental Illinois National Bank and 
Trust Company resulted from a ste- 









nographer’s idea for proof-reading 





“The surroundings, atmosphere, and 
top management attitude all play an 
important role in the success of the 
meetings,” Mr. Goodenough concludes. 
“You can’t hold a stiff-necked, formal 
session in some hotel room and achieve 
the desired results.” 


SUGGESTIONS 


mimeograph stencils via carbon paper 
and second sheets. 

A Southern bank learned via an 
employee’s suggestion that by a 
change in wording one form would 
take the place of three previously 
used, thus saving time and supplies. 

Irving Trust Company (New York), 
which has no formal suggestion sys- 
tem offering cash awards but acts on 
ideas through its methods department, 
found it could eliminate typing texts 
of many teletype exchange service 
messages on the usual incoming forms 
by using a double carbon-insert roll 
of paper on the TWX machine. 


OR years another bank had been 

rubber-stamping stock transfer 
sheets with the words “As Joint Ten- 
ants with Right of Survivorship and 
not as Tenants in Common.” An em- 
ployee ended this time-consuming op- 
eration (it frequently required as 
many as 20 rubber stamp impressions) 
by suggesting that typists, when pre- 
paring sheets, type “J/T” alongside 
new accounts involving joint tenancy. 

Often a “simple” idea snowballs 
into an overall change in operations, 
as witness the First National Bank of 
Boston’s experience. But let Harold 
E. Randall, vice-president and comp- 
troller, tell the story: 

“...one of our clerks in the proof 
department suggested we do some- 
thing about the flimsy tellers’ cash 
tickets we were using. At that time 
these tickets were produced from rolls 
of paper and had a tendency to curl, 
making them hard to handle and list. 
The methods department studied al! 
possible flat ticket machines on the 
market and finally devised a flat form 
holder (similar to a sales book) that 
our tellers seemed to prefer. 

“In discussing the possible use of 
flat bill tickets, one of the heads of 
the proof department came up with 
the idea that a considerable savings 
could be made if we settled the tellers 
cash tickets by office, rather than b; 
individual tellers as we were ther 
doing. The net result was that the 
work of all of our tellers and a con- 
siderable part of the work in our proci 
department was changed by the orig- 
inal simple suggestion which starte:! 
the ball rolling. About twenty peop! 
in all, I should guess, offered wort’ - 
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while suggestions—all of which con- 


tributed to the improvement of the | 


old system. That to me is progress.” 

Bank forms come in countless sizes, 
shapes and colors, and daily associa- 
tion with them will cause both good 
and bad suggestions. 

As one Eastern banker comments: 

“...a favorite type of suggestion 
involves the use of various colored 
paper for different forms, with the 
result that our paper stock would re- 
semble the rainbow if we adopted all 
of our employees’ suggestions.” 

Envelopes, which represent a con- 
siderable expense items for banks, also 
are a favorite target. 

A West Coast bank recently re- 





ceived a suggestion that branch office | 


names be imprinted on envelopes via 
the postage meter machine. The bank, 
which has numerous branches, has 
been supplying small mail-volume of- 
fices with rubber stamps carrying 


branch names and addresses, while the | 


large mail-volume branches receive 
a great variety of styles of en- 
velopes regularly printed with return 
addresses. 

Right now the bank is trying to iron 
out some technical problems in the 
postage meter machine addressing 
scheme, because if it will do the job 
the suggestor intended, the bank will 
reduce costs, speed up service and 
eliminate a menial task. 

Even suggestion system operation 
is improved by employee suggestions. 
Many of the ideas are practical, espe- 
cially those which urge more effec- 
tive publicity of the plan and the sug- 
gestions accepted. 


NE bone of contention among sug- 

gestors is that Uncle Sam cuts 
into their prize money. This nettled 
one bank employee to such an ex- 
tent that he suggested that awards 
be paid in Savings Bonds or stamps 
“to eliminate tax deductions.” Un- 
fortunately, the suggestion commit- 
tee was forced to reply that “regard- 
less of the form of payment, awards 
are income—and are taxable.” 

Second National Bank of Houston 
(Texas) reports that one of its em- 
ployees was so impressed by his pas- 
tor’s experience in participating in a 
firm’s weekly “Devotional Hour’ for 
personnel, that he urged the bank to 
adopt a similar program. 

The distaff side of banking is a 
source of countless ideas involving 
good housekeeping and safety. The 
ladies will notice a worn carpet, a slip- 
pery corridor or other dangerous con- 
dition—and will do something about 
it—much quicker than their male col- 
leagues. 

“T suggest,” wrote a Southern bank 
belle, “that each employee be in- 
Structed on operation of the building 
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elevators. At any time one of the 
regular operators might faint or be- 
come unable to operate the elevator 
and the occupants would not know 
what to do. This suggestion might not 
win any money, but I, for one, would 





like to understand the operation of an 
elevator for my own protection.” 

At the same time, our lady bankers 
have a tendency to suggest comforts 
and convenience which management 
just does not consider its responsibil- 
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ity to supply. Some of the rejected 
suggestions in this category include 
footstools in the ladies lounge (“to 
improve relaxation”), hand lotion dis- 
penser in ladies’ wash rooms (“to 
eliminate the clutter of bottles”), and 
cash gifts to female employees getting 
married. 

But the women do offer their share 
of the accepted ideas of a mechanical 
nature, too. It was a telephone oper- 
ator employed by an Eastern bank 
who suggested a plan of switchboard 
rewiring that turned out to be a sub- 
stantial improvement. And it was an- 
other lady banker who saved her bank 
a lot of embarrassment by suggesting 
that the telephone pick-up key in one 
section of the building be shifted to 
“a less precarious position.” Acci- 
dental bumping, it was revealed, had 


| for some time disconnected many of 


the bank’s valued customers. 
You’ll find the girls are pretty 
astute, too, when it comes to uncover- 


| ing unnecessary services. One bank 





had been paying a sizable sum annual- 
ly for a statistical service which an 
alert girl discovered was never used. 


LANS are not always limited to 

employees. A customer suggestion 
program has been installed by Citizens 
& Southern National Bank of Atlanta, 
Georgia. 

The first time the bank asked for 
comment and suggestions on its serv- 
ice, it received 776 replies, of which 
568 were letters of commendation. 
There were, of course, some squeaks 
along with the nosegays, but many 
customers offered worthwhile ideas. 

Good-naturedly, one wrote: 

“Please have a special window for 
the money changers who want rolls of 
silver, and have rolls of cash large 
enough to choke a cow, plus numerous 
checks requiring ages to clear (it 
seems) ...so us poor folks with sal- 
ary checks may turn them loose to you 
without undue delay.” 

Wrote another: 

“Too many Chiefs and not enough 
Injuns at Mitchell Street Office.” 

Not all bank suggestion systems op- 
erate smoothly, nor do they all pro- 
duce as effectively as management 
would like. But supervisors of both the 
successful and the comparatively in- 
effectual plans are in agreement on 
one point—the suggestion system has 
a place in any well-rounded employee 
relations program. 

“In our thinking,” says one banker 
whose institution has received some 
13,000 suggestions in 15 years, “we 
would not classify any suggestion as 
bad. Some have indicated poor think- 
ing, but the system provides us with 
an opportunity to clarify misconcep 
tions. We look at it as being a door 
that is always open for new ideas, re- 
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minders of lapses in procedure, and 
even for getting things off one’s 
chest.” 

Into this latter category falls the 
suggestion of the female employee of 


o 


a large New York savings bank which 
serves luncheons to its staff. 

“Tell the cook,” she suggested, “to 
put more baking soda in his devil’s 
food cake.” 
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NOTE DEPARTMENT 


CONTINUED FROM PAGE 39 
proper lines of the Comptroller’s re- 
port. It takes one and one-half hours 
to compile this information to cover 
about 1200 loans totalling about 
$1,000,000. 

So much for the note forms. Let us 
now examine the actual accounting 
method. We use a standard accounting 
machine which is located at the note 
window. A new note is posted on the 
ledger side of the form on this ma- 
chine. This machine-printed record is 
made for all notes in the bank, not 
merely for monthly payment notes as 
in some banks. 

Likewise, when a customer pays 
principal in full or in part, or interest, 
this is recorded on the ledger side of 
the note while he is at the window. At 
the same time, the machine makes a 
receipt (shown on page 37) which is 
a summary of the current status of the 
note. This receipt is handed to the 
customer, or mailed if the payment 
comes by mail. On window trans- 
actions we do not place the customer’s 
name on the receipt, merely the note 
number as identification. 

Plainly, this system means that 
when money is coming in or going out 
of the note department, a machine- 
printed record is made—and the 
customer receives a copy of the trans- 
action to check for himself. Since the 
machine also records all transactions 
on a daily journal, this gives us a 
basis for proving out the day’s busi- 
ness of the department. 

Prior to adoption of this system, 
during examinations either by the 
national examiners or by outside audi- 
tors, there always was difficulty in 
ascertaining makers’ names and out- 
standing balances on some of the 
notes. That problem has completely 
disappeared since every fact is now 
typewritten or machine-recorded on 
the note. 

At the close of the day’s work, ma- 
chine totals are printed for the total 
new loans, loan payments, interest, 
and miscellaneous transactions, and 
the teller can quickly balance his cash. 

Next the proof and distribution 
operation begins. The active notes 
are sorted by note classifications so 
that control totals for each classifica- 
tion can be obtained as a by-product of 
the proving. The proving operation, ac- 
complished on the same accounting 
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machine, consists of listing from the 
notes the old balances, new balances, 
payments, new notes, and interest. 
The machine automatically prints a 
cipher after each proof line if the 
window posting has been correct. As 
each classification of notes is proved, 
totals of new notes, payments and in- 
terest are printed for general ledger 
posting purposes. When all classifica- 
tions have been proved, classification 
totals are recapped to develop grand 
totals of new notes, payments and 
interest for proving against the tel- 
ler’s figures. 


HE next step in our system is to 
post the liability ledger. This task 
was formerly handled on a typewriter 
accounting machine, which did excel- 
lent work but was only one-third to 








one-half as fast as our new machine. | 
Therefore, we redesigned our note lia- | 
bility ledger cards to fit the new ma- | 
chine. There is a liability ledger sheet | 
(page 38) for each customer to whom | 


credit is extended. The selector knob 
on the sensing unit of the machine 
is turned to set the machine for 


this operation, and the note clerk now | 


posts the day’s transactions from the 


notes to the proper note liability | 


ledger cards. At the conclusion of 
posting the note liability ledger the 
results obtained must agree with the 
totals developed by .both the window 
posting and the proving operations. 

Here I would like to explain that 
the note notice, maturity tickler and 
note journal are all machine-printed 
as a by-product of making entries on 
the note liability ledger. However, any 
bank, if it so desires, may type this set 
of forms as a by-product of the de- 
scription typed on the top of each note. 

Before we had the present system in 
our note department, bank examiners 
were forever accusing us of errors in 
our note totals, and a re-run always 
proved their point. After we adopted 
the new system, the first couple of 
examining crews claimed to have dis- 
covered similar errors. The note clerk 
smilingly told them there could not 
possibly be any errors and urged them 
to go find their own mistakes which 
they did. After this happened the word 
apparently got around. 

One reason for our unusual freedom 
from errors is to be found in the use 
of + and — signs throughout our 
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| machine after the 





ledger forms. Our purpose is to show 
the machine operator which key to 
press, so that a mistake is less likely, 
and to make it obvious to her that a 
correction is needed if she fails to get 
the machine symbol that corresponds 
with the symbol at the head of the 
particular column. We came to the con- 
clusion along about the time of World 
War II that we can no longer expect 
our incoming employees to have a 
knowledge of bookkeeping, including 
the recognition of what is a debit and 
what a credit. The plus and minus 
signs are our way of compensating for 
this lack in the young folks’ commer- 
cial education. 

Total time required for making the 
note liability ledger entries and per- 
forming the proof operations is amaz- 
ingly brief. Proof of the notes takes 
15 or 20 minutes. The note liability 
ledger takes our girl another half to 
three-quarters of an hour depending 
on the day’s volume. Thus it is easy 
to do this work on the one accounting 
note teller has 
finished with it. 

Our present volume of approxi- 
mately $1,000,000 in loans with about 
800 borrowers and 1,200 notes was 
just about as much work as our note 
department could comfortably handle 
with its current force under the old 
system. Adoption of the new methods 
took off any pressure that had previ- 
ously been there. Best evidence of the 
slack it created is that now we are able 
to handle with a single accounting 
machine all note work, note liability 
ledger, and proof, plus general ledger 
and daily statement as will presently 
be explained. As our note volume in- 
creases, we can substantially increase 
the volume of transactions handled 
and still not push the present force. 
It will simply be necessary to add 
another machine. Cost of the machine 
is substantially less than one year’s 
salary for a clerk, which makes the 
economics of the new system evident. 

All accounting operations in a bank 
eventually focus into the general 
ledger and daily statement. Five or 
six years ago, when we mechanized 
practically all of our operations ex- 
cept the note department, we set up 
a system of pre-printed debit and 
credit tickets numbered to agree with 
the account or line numbers on the 
four different colored sheets for the 
four principal divisions of the general 
ledger: Resources, Liabilities and 
Capital, Earnings and Profits, Ex- 
penses and Losses. The same numbers 
appear on the daily statement. This 
system was at the heart of the mech- 
anized, foolproof method described in 
our Burroughs Clearing House article 
at that time. The mechanical unit to 
which the system was geared was a 
typewriter accounting machine. 

We operated our general ledger and 





daily statement on this system for 
several years. But when we converted 
our note department and note liability 
ledger to the new accounting machine, 
we took another look at our general 
ledger and our daily statement. 
Previously the sheets for both of 
these records were relatively large to 
fit the machine in which they were 
used, and they carried no + or — 
signs to indicate credits or debits. We 
redesigned them both to approxi- 
mately half the size we had been using. 
We did this essentially by doing away 
with the double-column rulings that 
the old machine required for separat- 
ing credits and debits and for the 
subsequent visual check to make sure 
that the entries were on the correct 
side. This permitted converting the 
daily statement form to three account 
columns instead of two account col- 
umns. The accounting machine prints 
a + or mark beside the figure it 
prints, and totals the column accord- 
ingly. In redrawing our daily state- 
ment form we printed at the right- 
hand end of each line the symbols that 
should show on the machine: + or ~—, 
* or + or @. Besides giving the oper- 
ator a specific instruction as to just 
which key she should press, these 
symbols supply an even greater degree 
of visual check for the operator, and 
for anyone who examines the state- 
ment after it has been made up. 
One feature of the general ledger 
sheets deserves comment. As will be 
seen from looking at these sheets as 
reproduced on page 39, a heavy rule 
appears across the top of the general 
ledger sheets. Also, the upper left- 
hand corner of the sheet is cut off. The 
four general ledger sheets fill up at 
different rates of use. When a sheet 
is filled, the footing is carried over 
to another, and the filled sheet is 
turned over. This means that the cut- 
off corner is now at the upper right- 
hand of the file, permitting an unob- 
structed view of the green top rule 
on only the live sheets as the book- 
keeper (or anyone else) goes into the 
file to work or look at the general 
ledger. This saves a great deal of 
time, particularly toward the end of 
the six-months’ period when dead 
sheets greatly outnumber live ones. 


ECAUSE of the greater speed of 

the machine and the faster opera- 
tion permitted by not having to shift 
back and forth from one column to 
another, we were able to sandwich the 
preparation of the daily ledger into 
the daily schedule of the same ma- 
chine that does the note department 
window work all day, followed by the 
note proof and the note liability ledger 
posting. When the note deparament 
gets through using the machine pe'- 
haps 60 or 90 minutes after banking 
hours, one of the note department gir's 
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takes the account tickets from the 
proof department. From these she 
posts the general ledger and runs off 
the daily statement in perhaps 20 
minutes. As in all of our mechanized 
operations, the general ledger no 
longer requires an accountant, merely 
someone who can read printed instruc- 
tions and carry them out on the ma- 
chine she operates. Incidentally, our 
new general ledger is so small that it 
looks like a small-town telephone book 
instead of the ponderous volume that 
it used to be. 

In closing, I would like to re-empha- 
size what seems to me to be the most 
important highlight of our new note 
department. It is our realization that 
it is just as important to have a daily 


MR. CLUTCHBILL 


CONTINUED FROM PAGE 41 
the telephone stabbed the air again. 

He darted for the stairs and went 
bumping down in the darkness to the 
living room. He gently lifted off the 
receiver. He could hear other receivers 
being slyly lifted till a half-dozen 
greedy ears were eavesdropping. 

A woman’s breathless voice burst 
over the wire. “Ees it you, Antoine?” 
“Oui,” came a sleepy young voice. 

“It’s your maman. Come quick with 
your gun! There’s gooses hollering on 
the pond back of the house. And... 
and, Antoine, Thanksgiving is com- 
ing.”’ 

A scene lit up in Mr. Clutchbill’s 
brain. Madame Bizard has been tele- 
phoning her son, Antoine, on the farm 
where he worked. But the old director 
knew it would take a far more skilled 
hunter than Antoine to bring in a wild 
goose. 

Already he could hear cars moving 
and see blades of amber flame from 
headlights creeping this way and that 
through the clammy grey blanket that 
smothered the village lights into a sin- 
gle pale, ghostly ceiling. 

The stab of a shotgun flattened itself 
against the window panes, then a se- 
ries of shots blasted through the fog. 
Excited hunters were already hurrying 
to station themselves in the darkness 
of the surrounding cornfields till day- 
break, hoping for a chance at the great 
flock lured down by the glow of lights 
while winging its way from the St. 
Lawrence to the coast. 

Mr. Clutchbill wondered how many 
ears were those of hunters who had 
heard Madame Bizard’s message. If 
any followed up the information there 
Would be little chance that Antoine 
alone would ever get a goose. It sent 
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accurate record of total accumulated 
borrowings of a customer as it is to 
keep an accurate record of the cus- 
tomer’s checking account. Since our 
present system makes is possible to 
keep this record quickly and easily, 
there would seem to be no excuse of 
our not doing so. 

The old handwritten note liability 
ledger is as antique as the old Boston 
ledger. The note liability ledger 
formerly maintained on our type- 
writer accounting machine was a not- 
able advance, but lacked speed. Our 
new system, eliminating the need for 
a typewriter by using symbols to clas- 
sify the loans and by the use of num- 
bers to indicate endorsers, has just 
the speed required for modern records. 


the old director’s steps racing about 
the house, first telephoning cashier 
John Atwood to come with his car, 
then a search for his old duck gun and 
shells with heavy shot. It was a relief 
twenty minutes later to hurry out to 
John’s waiting car coughing in a cloud 
of white steam in the chill fog. 

While they passed hurrying cars of 
hunters under the lights of Main street 
Mr. Clutchbill told John of the situa- 
tion. In a few moments they had 
slipped away from the faint images of 
village cottages staring out of the mist 
and John was hurrying his car up the 
East Hill road for Madame Bizard’s. 
With cat-like toes the car climbed over 
water bars where at each bend the 
lights flashed necklaces of diamonds 
clinging to nodding blackberry briars. 

Two miles along on a bend the car’s 
lights stabbed momentarily a farm 
cottage . . . Madame Bizard’s. There 
was a light in the kitchen window, and 
the image of an old farm truck shown 
for a second in the farmyard. Mr. 
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Clutchbill realized Antoine was already 








there, perhaps right now pushing his 
inexperienced way through the noisy 
black alders to the edge of the marshy 
pools behind the house. 

Under the old director’s instructions 
John drove quickly past and a quarter 
of a mile farther up the road crowded 
his car up to a bush-grown barway. 
It was a short-cut to the marsh. Mr. 
Clutchbill got quickly out with his duck 
gun and through the grey pall of fog, 
now restless with the coming day, he 
hurried over pasture sod for an old 
lane behind the Bizard farmstead. He 
climbed rapidly, passed the hill crest 
and silently crept through stands of 
young spruces till he found a com- 
manding grey ledge overlooking the 


marsh. Shortly he was on top. He 
listened but no sound issued from the 
alders fringing the marsh. 

It was a prime goose stand, At the 
moment a low-lying blanket of fog hid 
the marsh, but high over it the sky was 
thinning to blue, for straight away 
across the level miles a sleepy rolling 
sea of mist was slowly laying aside its 
pearl-colored cloak. At any moment the 
old director expected to hear a goose, 
perhaps the leader of the great flock, 
calling in the distant stragglers for the 
take-off. 

While he listened he searched the 
closing and opening vistas where fog 
twisted reluctantly over the pools. Was 
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Antoine down there, he wondered? It 
was deathly still. 

Suddenly from an old pine high on 
the ridge a sentinel crow yelled a warn- 
ing. Mr. Clutchbill cocked both ham- 
mers on his duck gun. Sharper than 
his own eye, that crow had spotted 
something. There came the snapping 
of a twig under an unguarded foot. A 
moment later an alder tip moved. The 
old director’s eyes froze to the spot. He 
saw a face appear in an opening and 
intently scan the steaming pools. The 
face drew back. It was Antoine’s. Mr. 
Clutchbill wanted to call out to him, 
but it would have warned any goose 
on the marsh. Tingling with suspense, 
he watched one alder after another 
tremble fitfully as Antoine moved 
along. 

Then, sudden as the drop of a thun- 
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der-bolt, the fog-hidden water of a pool 
blew into a tearing spray. The smash 
of giant wings drummed in the old 
director’s ears. 

“Whamb-b-b!” came the stunning 
blast of a shotgun. 


R. CLUTCHBILL jerked upright 
beside a spruce, the stock of his 
gun cold against his cheek. 

A vast body was tearing out of the 
mist. It wheeled in a glorious arc and 
plunged across the blue sky in a mad, 
roaring rush. 

The old director held his trigger-fin- 
ger frozen. It was straight over him. 

With a crash his gun slammed back 
on his shoulder. 

The great spectre staggered in mid- 
air and twisted in a wild downward 
plunge. 

Bent double, Mr. Clutchbill watched 
intently. A few rods away a barberry 
bush lashed itself into a hurricane of 
flying red berries as the great bird 
lunged into it. 

“Antoine! Antoine!” he shouted 
down into the fog-shrouded alders, 
“your goose came down!”’ 

A trail of hurriedly swaying alders 
appeared on the edge of the marsh. In 
a few moments Antoine’s slim legs 
were jumping from tussock to tussock 
as he half ran toward the ledge. 

Twisted by the alders, Antoine’s cap 
hung sidewise. Beneath it, sticking 
out like winter straw, was a fringe of 
sandy hair and a pair of emotional blue 
eyes that betrayed his Breton ancestry. 

There was a warmth in the old direc- 
tor’s whole being as he climbed down 
to meet Antoine who with a cherry-red 
face from exertion was hurrying over 
to him. 

“He’s over in that barbery bush,” 
burst out Mr. Clutchbill. “You couldn’t 
see what happened in the fog?” The 
old director watched the eager young 
face closely, for he hoped that Antoine 
would always think he got the great 
goose. 

“No, M’sieu’ Clutchbill, I just shot 
where the water spattered. But you 
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spent most of their force, the overall 
effect could hardly be inflationary. 
The C.C.C. sales of certificates of 
interest to banks may be only a start 
of a program that could, under favor- 
able conditions, go much further in 
restoring Government credit opera- 
tions to private banking enterprise, in 
line with Administration policy. The 
banks can and are taking over much 
industrial financing that the Govern- 
ment used to handle by direct advance 
payments to defense contractors. The 


shot at the bird too!” 

“Yes, after you shot I could see him 
struggling above the fog... I just, eh” 
—Mr. Clutchbill hesitated a moment— 
“wanted to make certain he didn’t go 
too far.” 

“That was mighty good of you.”’ 

When later they knelt beside the 
great mound of feathers tangled in the 
barberry bush, a quick gasp of excite- 
ment burst from Antoione. He flashed 
a glance at the old director, but 
did not speak. 

“A real Canada ‘honker’.. . ain’t he 
a mammoth?” beamed Mr. Clutchbill 
as he lifted the great goose, magnifi- 
cent in size and markings. “‘Who’s 
going to carry this little bird?” 

“I can,” said Antoine eagerly reach- 
ing out. 

Mr. Clutchbill’s bony old face mel- 
lowed into a broad smile when he saw 
the great goose covering Antoine’s 
back. They went down the lane, break- 
ing out at times into fits of excited talk 
over the surprise Madame Bizard was 
going to get. 

But Madame Bizard had heard the 
shots and she was eagerly watching 
the lane from a window. Her face dis- 
appeared and the kitchen door flew 


open. 
“St. Picot! Breeng ’im here, An- 
toine! You get ’im?’’ she asked anx- 


iously looking back and forth at her 
son and Mr. Clutchbill. 

“Yes, maman, but M’sieu’ Clutchbill 
helped.” 

“Ma fois! W’at un grand oiseau!” 
she exclaimed getting an eager, plump 
palm around the neck of the goose. 
“Entrez, M’sieu’ Clutchbill. You help, 
eh? Voila! You shall come to dinner 
...to Thanksgiving dinner Thursday 
night.” 

The old director bowed gracefully. 
“T’d hate to miss it, for I know’’—Mr. 
Clutchbill looked keenly at Madame 
Bizard still clinging to the first pass 
book ever issued by the Ferndale Na- 
tional’s savings department—“that it 
will be the best Thanksgiving the both 
of us ever sat down to.” 
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mortgage market, when it gets more 
fully out of its shell, could take over 
much of the $2.5 billion of Government 
guaranteed loans held by the Federal 
National Mortgage Association. There 
are many other Government capital 
assets that could eventually be mar- 
keted and, since the Treasury has no 
capital account, funds realized through 
every such sale would be a receipt 
that would be just as effective ‘or 
budget-balancing purposes as are ‘le 
country’s tax collections. 
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